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How Shoe Expositions Serve the Public 


exposition to the ultimate customer buying a 

pair of shoes over the fitting stool and yet, with- 
all, there is a relationship between the two that means 
better values, better materials, better service, better 
workmanship, at a more economical price. 

What has been the result in yacht racing in the 
refinement of lines came about through the competi- 
tion that has gone on since the America first won the 
cup. Yachtsmen are in full agreement that competi- 
tion develops perfection, or as near that mark as the 
human mind is able to create. 

July this year is a most significant starting point 
for the development of a new method of comparison 
by means of permanently organized expositions and 
style shows in shoe centers the country over. 

Here’s what happens. Manufacturers want to get 
in face-to-face contact with their customers and by 
so doing resolve to put before their customers the 
very best examples of their merchandise. There is a 
creditable effort made to bring to a high state of per- 
fection the selection of materials, the workmanship 
thereon, and the economies in price that skillful ap- 
plication can develop. Once the exhibit is in opera- 
tion, the manufacturer commences to study not only 
his own showing but that of his near-by competitors. 
‘And so it goes. The exposition becomes of lasting 
benefit to the exhibitors themselves even though they 
did not take a single order. 

Following on, by the same token, merchants come 
to the market, attend the exposition, and the keen 
minds of buyer and seller evolve other features in the 
line, each party having in mind at all times the ulti- 
mate public. There has been far more attention paid 


[' may seem a long road from a shoe and leather 


to the individual whom we all class “‘the public’’ be- 
cause of just the sharp necessity of the day for a 
greater interest in the person whose money it is that 
makes the wheels of industry go round. Everybody 
is talking “effect upon the public” and it promises 
better service and better business on a safer platform. 

You will not find in any country of the globe the 
type of exposition asis commonin America. In France 
you will find manufacturers gathered in individual 
booths, secretly showing their wares, and each fear- 
ing to place himself beside his brother in outward and 
visible competition. Such a thing as taking a shoe 
from one booth to another in that country is unknown. 
In the shoe and leather expositions, this year, in this 
country, competition of this sort has been the rule 
rather than the exc2ption. 

We could go on emphasizing the merits of inspection 
of shoes, leather and materials under the single roof 
of an exposition, but why continue amplifying an 
obvious and permanent feature of the trade? 

Style shows illustrating living models were first 
featured simply as a diversion, something to get the 
trade to come to the show. The models selected were 
supposed to be 4-B’s, and the regular samples trom 
the factory were used. We know full well that the 
perfect 4-B foot is not to be obtained in from fifty to 
one hundred specimens selected through the medium 
of a want ad in the newspapers. Foot-fitting is a 
farce under any such method of style show manage- 
ment. Happily we have now come into the stage 
when the model, when selected, is measured, the foot- 
wear made and one or two fittings given before the 
official performance. And, even at that, sometimes 


the shoe-fitting is not all that can be desired. In 
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time there will come a perfection of shoe-fitting in 
footwear for the model when it is known that the 
style show is a permanent feature in the market. 
The harmony of the costume with the footwear worn 
is another necessary adjunct to the perfect style show. 
It, too, will come in time. 

We can see, in style shows, a hopeful promise of a 
testing platform for lasts and patterns, visible before 
the merchant and interesting in a practical way. The 
shoe and leather industry has not touched the fringes 
of the possibilities of the style show as a practical 
vehicle for the introduction of new styles and the 
acceptance of them because of the correctness of the 
last and the good taste of the pattern. We express 
the hope that the thoroughly well-organized business 
of a shoe and leather exposition will go on in the strong 
and capable hands now invested with management. 
It takes a lot of money to put op a worth-while ex- 
position. 

Just think of the Canadian merchants being under 
the necessity of re-flooring a building before they 
could even contemplate exhibition spaces. Our 
cousins to the North show the proper enterprise and 
we wish them success in their national gatherings. 

The Boston Show was a huge undertaking, accom- 
plished in a few weeks, and it gives promise of being 
a national institution for the testing and correcting 
of materials and methods and for the better merchan- 
dising of footwear to the public. In Chicago, Phila- 
delphia, Syracuse and Rochester, there is great op- 
portunity. The markets have learned ‘the pride of 
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showing.” We can expect a continuity of their pro- 
gram. 

And now all eyes are upon the National Shoe 
Retailers’ Convention at Milwaukee next January, 
where the institutions of the trade will get their test- 
ing as well as their inspiration for Spring, 1921. 





The Time to Plan Ahead 


HE next thirty days should find every retailer 
in the country preparing for a busy Fall season. 

The month of July did a lot to crystallize 
the opinions of retailers as to the styles they were 
to carry this Fall. Probably no season has been more 
fickle than this Summer, but there is no logical 
reason why the feeling of unrest should go on into the 
Fall months. There has been a lot of procrastination 
in buying and there will be a lot of rush and hurry 
and vexatious delay in deliveries scheduled for the Fall 
months. The season should open up optimistically. 

The month of August is always a month for prep- 
aration, and it would be well for every dealer to 
establish some progressive innovation to inaugurate 
his Fall sales campaign. Ambitious merchants are 
always seeking new opportunities for successful 
opening seasons—for a good deal is in the start. 

It is not too early to plan for Thanksgiving and 
Christmas sales. One big city store has already its 
shoe-selling campaign laid out for seven days previous 
to Christmas. The shoe dealer should this year strive 
to get at least a share of the money which is devoted 





A Merchant’s Letter on Contracts 


An Epic in the Relations of Buyer and Seller 


To Our Manufacturers: 

“As there appears some anxiety on the part of manufacturers regarding cancellation of orders placed 
for this Fall, we desire to state herewith that we will stand by all our contracts and will not cancel a single 
item. 

“We ask, however, for the co-operation of manufacturers and request that goods be shipped promptly 
on dates designated on order sheets for we have bought conservatively, figuring on our supplies to carry 
us over certain periods and long delays would inconvenience us and upset our calculations. 

“Furthermore, we want to say that in the past two years, we have accepted many shoes which were 
not up to the standard—were slightly damaged or were objectionable in other ways. Customers have 
become very particular of late, owing to the high prices which they have to pay for shoes; they scrutinize 
them very closely and often reject them because of imperfections which the manufacturer would con- 
sider unreasonable if returned to him. We request that goods be carefully examined before being packed 
and that any damaged or soiled shoes be removed, for we intend to charge transportation costs on all 
shoes returned for good cause. 

“We recognize our obligations and expect the manufacturers to live up to theirs, and not impose 


upon us losses which are rightfully theirs.” 
SOMMER & KAUFMANN 


San Francisco. 

















July 24, 1920 


each season to gifts. A stock of fancy slippers, 
party shoes, and high-class novelties which bring a 
large proportion of profit should be kept in mind—for 
early purchases insure early deliveries. There are so 
many advance problems which need solving that the 
month of August should be given over to serious 
consideration. It offers excellent opportunities for the 
dealer to plan in advance the conduct of his store 
luring the rush season. It is only by such foresight 
that the retail business can be made truly successful. 





The Independent Shoe Merchant 


N answer to the question: “What is an independent 

retail shoe merchant?’’ so much difference of 

opinion was expressed that we feel like emphasizing 
a few pointers. 

Several men have recently taken the ground that it 
was difficult to draw the line between an independent 
shoe merchant and a manufacturers’ agent, saying 
in effect, that “if a shoe dealer was in debt, and was 
owing the manufacturer for a part of his stock, the 
manufacturer was a part owner in his store to that 
extent, and he could not be considered strictly an 
‘independent’ dealer.” 

We do not think that covers the ground at all. 
Every reader can put the question to himself. “When 
you Owe a man money, are you thereby made an 
employe or agent of that man?”’ 

The question answers itself. There is probably not 
a shoe merchant in the United States who has always 
bought his stock by paying for it in advance. Every 
merchant owes money at times; but “an independent 
merchant”’ has full and absolute control and 
authority in his own store; can sell shoes at any 
price he pleases; advertise as he pleases, or not 
advertise; can open the store when he gets 
ready, can order it closed at noon or at mid- 
night. He ventures in trade and is the best medium 
for the development of the most satisfactory distri- 
bution to the public. 





Is a Leather Boom Coming? 
HERE are several indications that point to a 


boom on leather. If it comes, will the retail 
shoe trade be caught, as before, buying shoes on a 
rising market? The fact that. tanneries, through 
absence of orders, have been shut down for a month or 
more, indicates that desirable leather is not being 
produced in necessary volume. 

For the finer shoes, there is a need of excellent 
leathers of the A grades. The inferior leathers are 
still piled up in the warehouses without takers. 

If the* turn on leather prices comes within 
the next month, it would pay every merchant to 
consider a plan of diversity of materials, so that the 
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demand will not be directed solely upon one type of 
a grade leather that has not been produced in volume 
of late. 





Impossible 35 Per Cent on 
Every Item | 


O business can thrive under the handicap that 

has been inflicted by the 25 per cent gross profit 

on selling price figured on each item and not on the 

entire stock. To hand out $10,000 for goods that 

will be worth only $5,000 or even less in six months is 

a hazardous undertaking at best, but when the gross 

profit on such goods averages much less than 35 per 

cent, by regulations, with a high ratio of selling cost 

to be deducted in calculating net profit, the outlook 
is not promising. 

Goods that shrink so fast in value should bear a 
higher rate of profit. Millinery drops fast, judging 
from merchants’ prices; but the gross profit in the 
past has been from 100 per cent to 500 per cent. What 
will the milliner ever do on a 35 per cent fixed gross 
profit? 

Men’s clothing styles do not wholly fade into 
desuetude in a single season, but what about the 
old time gross profit of from 50 to 100 per cent? Can 
shoe dealers work financial miracles or can the other 
merchants do it? Let us have a clear understanding of 
the legality of the ruling 35 per cent or less on every 
item in the stock offered to the public. 





Clear Your Seasonable Rubber 
Soles 


LEAN up on rubber-soled footwear during August. 
This is the ‘“‘Recorder’s’”’ advice at this time, for 
you have ample opportunity in the yachting 
and outdoor season to make quick and also profitable 
sales on this popular and seasonable type of footwear. 
It is not advisable to hold over rubber-soled foot- 
wear, although the Summer of 1921 will undoubtedly 
register the height of the demand, if publicity and 
popularity of this type of footwear are any criterion. 
Rubber-soled footwear on the floor will suffer some 
vulcanization in the months between now and next 
May. Rubber is always in process of chemical chang- 
ing; in time it loses its “‘nerve,’’ hardens and event- 
ually becomes useless. Age tends to deteriorate the 
quality of the rubber no matter how high the grade. 
It is important that the customer receive the goods 
in as fresh a condition as possible. This type of foot- 
wear can only be preserved in boxes away from the air 
and preferably in the cellar. 
The thing to do is to move them now, for surely you 
got a profit earlier in the season to compensate for the 
necessary cuts in price at the end of the season. 
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The portals of the Style Show from which one hundred models promenaded around the long runways 


Boston Shoe and Leather Exposition 


and Style Show 


A Permanent Institution for the Comparison of Merchandise and Methods. 
Hundreds of Correct Styles in the Best Possible Fitting 


HE National Shoe and Leather Exposition and 
Style Show, under the co-operative manage- 
ment of the manufacturers of New England, 
proved to be a tremendous success and a national 
institution well founded. Merchants and manufac- 
turers who participated in the big show at Boston 
realize that that gathering did more to restore confi- 
dence in the immediate business than any one other 
recent event. This came about through the fact that 
hundreds of merchants had an opportunity of learn- 
ing at first hand that the big, broad foundation of 
the trade was safe and solid, that leather was not so 
cheap as to permit of the prices of shoes as of 1914. 
The merchant, the past few months, has been 
keeping too close to his own problem. He has looked 
at his shelves and become so well acquainted with his 
slow-moving stock that he was neither a competent 
merchant or a pleasant associate to his family. His 
troubles overpowered his judgment. 


Wholesome Spirit of Exposition 


Coming out of the store, and meeting face to face 
brother merchants and “friend manufacturer,” he 
learned that the whole industry was in the same boat 
with him and that it was necessary for him to keep 


on rowing with the stream. There may be an intoxi- 
cation that comes with a big exposition, a sort of a 
dry party, with some mental cocktails in it. At any 
rate, there is a wholesome atmosphere that is decid- 
edly helpful to manufacturer and merchant there 
assembled. 

The Boston Show was mighty timely. It turned 
the trick. It made optimism win out over pessimism. 
It stimulated some orders and started the regular 
courses of business once again. 


The Scope of the Show 


Merchants who did not attend the Boston Show 
can visualize something of its scope by remembering 
the displays of last January. The big halls were filled 
to the last squareinch. In fact, the big Grand Hall had 
two extra rows of exhibits all the way around it. The 
heavy days of the season were Wednesday, Thurs- 
day and Friday, and practically every well-known 
shoe merchant in the country was listed on the regis- 
tration. Merchants had opportunity to attend a 
real-sized convention in the New England Associa- 
tion’s mid-Summer meeting. The two style shows 
brought an attendance of over five thousand apiece 
and the Shoe Travelers’ Outing on Friday made one 





July 24, 1920 


of the longest parades in the history of that associa- 
tion. Their twentieth annual picnic was by far the 


best. 
A new feature of the style show runways was the 


creation of twenty-eight samples by leaders in style 
making, the shoes being shown as an index of the 
‘trend of style.”” The entire craft of New England 
was sponsor for the new style, even though the actual 
working out of the samples were in the heads of pub- 
‘ic-spirited and trade-spirited volunteers. 


NEW ENGLAND CONVENTION OF MERCHANTS 
A Big Feature of the Boston Exposition 


On Wednesday, July 21, the New England retail shoe 
merchants met in third annual convention at Paul Revere 
Hall, Mechanics Building. The season opened at 10 o’clock, 
General Chairman, W. W. Willson, presiding. J. J. Buckley, 
President of the Massachusetts Retail Shoe Merchants 
Association, extended greetings on behalf of the Massa- 
chusetts Association to the shoe men of the United States. 
Frank R. Briggs, president of the National Shoe and Leather 
Exposition and Style Show, extended a welcome to the 
visitors in behalf of the organizations which they represented. 

A group of only about fifty were present at the morning 
session, but in the afternoon, a special call was sent out by 
President Buckley, and a larger number responded. The 
conference was very fortunate to be favored with the pres- 
ence of so many N. S. R. A. leaders, among whom were 
J. P. Orr of Cincinnati, president of the National Shoe 
Retailers’ Association; A. H. Geuting, past president of the 
National; vice-president H. A. Rosenbach of Chicago; Al 
Katschinski from Los Angeles; Reuben Steifel of Memphis; 
Henry E. Hagan of Boston; H. B. Scates of Boston; J. E. 
Wilson of Detroit; T. J. Mirkil of Philadelphia: - Irving B. 
Howe of Boston; Fred W. Small of Boston; Joseph Stras- 
burger ef Washington; C. K. Chisholm of Cleveland and 
many others. 

Mr. Willson made an excellent chairman, supplementing 
information imparted by the speakers, and keeping the 


meeting enthused. 


KEYNOTE OF THE STYLE SHOW SOUNDED 


President Frank R. Briggs Addresses Retail Mer- 
chants on Scope of the Exposition 


Mr. Chairman and Gentlemen of the New England Retail 
Shoe Associations and Guests—It has been aptly said, that 
the permanent organization of the National Shoe & Leather 
Exposition and Style Show at Boston typifies “the spirit of 
Get-together for the good of all.”” This co-operative spirit, 
reflected in the steady development of the various associa- 
tions within the shoe and leather and allied industries, 
found concrete expression, and national unity, in joint 
service, to our Government people during the Great War. 
Under the stress and strain of war conditions the shoe mer- 
chant, the manufacturer, the tanner and the leaders in the 
allied trades, met on common ground, in earnest endeavor to 
serve the common welfare. 

This broad ideal of service continues to animate the 
great industry typified in this Exposition. Not only 
is it seen here how the various branches of the trade 
are interdependent—how merchant, manufacturer and 
tanner must, of necessity, appreciate each other’s 
problems, to produce geod shoes at fair prices to the 
public—but the public itself may see and understand 
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the workings of an industry that has conscientiously 
striven to serve under the most trying conditions in 
history. 


Broadened Spirit of Co-Operation 


As co-operation proved the strength of our industry, under 
the stress of war, so it is demonstrating its value in meeting 
the strain of readjustment to the conditions which follow 
war. The steadying influence on trade conditions exercised 
by every individual who sees his own outlook in its relation 
to conditions all around him, is the result of a broadened 
spirit of co-operation. Market visits have become a fixture 


' in the retail trade; market fairs, expositions and style shows 


have opened new channels of knowledge, and new avenues 
of merchandising; and Boston—befitting its leadership as a 
world market center—has now established this Shoe and 
Leather Exposition and Style Show as a national, annual 
event, under official auspices, for the information and benefit 
of both trade and public. Such an exposition is illustrative 
of the interdependence of business, and graphically reveals 
to the public the possibilities of service and the ability to 
serve which is inherent in the shoe and leather industry. 


Ideal of an Industry 


But while this Exposition reflects the ideal of an industry, 
it also has a practical reason for being. It is not a philan- 
thropic effort—a show for the casual visitor alone. To the 
world at large it suggests the, meaning and importance of 
this world market center, and.it is established for the pur- 
pose of advancing the interests of the entire trade of New 
England, which buys and sells in all markets. Ever since 


‘the opening of its first modest tannery and the advent long 


ago of the “‘ten-foot shop” for the making of shoes, and in the 
subsequent development of machinery and methods, New 
England has maintained its leadership—and rightly so—as 
the greatest market in the world for leather, shoes, and the 
diversified products of the allied trades. 


Boston the Shoe Center 


Notable market fairs and fashion shows have been seen in 
Boston before, and other markets have followed the lead; 
but until the establishment of the official annual event in 
Boston this week, America has never had a shoe and leather 
exposition comparable in its principles and purposes to the 
great market fairs and trade events in other industries and 
countries. True, to Boston the world has looked for many 
years as the great center for leather and footwear; and here- 
after, the world may see our industry represented as a whole 
in an exposition as significant as the established and famous 
annual events at Lyons, Leipsic, London, Nijni-Novgorod 
and elsewhere throughout the world for the central marketing 
of a country’s products. 

There are two forces necessary to assure permanent suc- 
cess and constructive results for the National Shoe & Leather 
Exposition and Style Show Inc. I have in mind Organiza- 
tion and Co-operation—Organization representative of the 
entire allied trade, and Co-operation of the entire allied 
trade and affiliated bodies. 


The Last Word in Footwear 


These forces can be united, and to such extent as the 
amalgamation approaches 100 per cent efficiency, to that 
extent will the entire trade benefit. 

The encouragement of healthy competition, style 
progress, and higher standard of art and business 
ethics in the industry and trade should result from this 
united effort. Those interested in shoes, leather and 
allied interests, should come here, the headquarters 
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of the world’s shoe and leather market, from all parts 
of the country and the world, to see, learn about and 
inspect what is the last word from machinery and 
materials, to the finished shoe. 


Need of National Market 


Certainly here in Boston, the market center which typifies 
New England the world over, and the principal outlet for 
more than half the shoes made in America, the entire trade 
may logically gather for annual events such as this, without 
prejudice to the legitimate aspirations of shoe and leather 
markets elsewhere. Local centers are needed for local 
service, but the trade has real need of a national market 
center such as this, and of a national exposition such as we are 
initiating today. A large part of the world goes to London 
and St. Louis for furs; to Amsterdam for its diamonds; to 
Chicago for its foodstuffs, to Pittsburgh for steel, to various 
recognized markets for various commodities, and of course 
to Boston for its wool and textiles, and its shoes, leather, 
machinery and allied 
products. 


Annual Summer 
Event 


The shoe merchants 
of America are becoming 
increasingly interested in 
visiting worthwhile 
markets semi-annually. 
Their own mid-Winter 
convention and exposi- 
tion has become a per- 
manent annual event, 
but without any fixed 
location so far. An an- 
nual Summer event of 
like character should 
likewise be a fixture in 
Boston, the greatest 
shoe and leather market 
of the world, bringing 
here all who are inter- 
ested in shoes, leathers 
and allied products. 

To this end the New 
England trade has joined 
in the establishment of 
the National Shoe and 
Leather Exposition and 
Style Show at Boston, 
affording to the retail and manufacturing trade everywhere 
the opportunity to study the market and observe the condi- 
tions which have a direct bearing on their future business. 


Combined Power Represented 


This is an advantage of which the New England trade may 
avail with especial benefit by reason of its proximity to its 
sources of merchandise, and the midsummer New England 
retail convention which it is my privilege to address marks 
a degree of co-operation which augurs well for the future. 
This exposition and this convention represent a combined 
power which has not generally been realized, but its effect 
will be to hold the eyes of the entire trade on New England’s 
doings and enhance the drawing power of New England on 
which its prosperity depends. More and more the country 
can depend on this market if we show the reasons why—and 
as fellow shoemen of New England we are striving together 
to enhance the leadership that we have achieved. The entire 


THE QUEEN OF THE SHOW 


Ruth M. Johnson, the maiden fair won all hearts in her big 
U.S. M. C. boot 
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allied and affiliated trade bodies, and particularly the New 
England retail trade, have a direct interest in this event 
as a means of trade advancement. 


Many Interests in Common 


Let me say a few things to you as a fellow New Englander 
and a fellow shoeman. Whatever our individual interests 
day in and day out, there are many things we have in common. 

We all share a pride in doing business in the home of 
American shoemaking, and New England’s reputation ’round 
the world is a part of the heritage of each of us. 

We are workers in a common craft, each striving for its 
betterment. There is something about the service of repre- 
sentative New England shoe stores as well as of New England 
factories generally. that we put our hearts into. With the 
common aim of public service on which the success and 
progress of all depend, we of New England, are producing 
and distributing in factory and store the kind of footwear 
that has commanded the approval of the world. 


New England is Cre- 
ative 


Each in his sphere of 
business, we are work- 
ing, I know, for some- 
thing beyond business 
success, for New Eng- 
land has always been a 
country of creators and 
builders, and when we 
cease to be both we shall 
cease to justify what 
New England stands for 
in the shoe and leather 
industry. 

With this in mind I 
cannot emphasize too 
strongly that now is the 
time of all times for all 
to join in keeping New 
England to the front. 
Behind us we all have 
a tradition and a rep- 
utation, but a new gen- 
eration is coming to the 
front, which demands 
service first and fore- 
most, and builds new 
reputations wherever it 
finds satisfaction. In 
shoe store or factory, we cannot afford to rest on our laurels. 


The Advantages of Co-operation 


As retail merchants within your own associations you have 
realized some of the advantages of co-operation. Now we 
are entering a wider field where we can all co-operate both 
as trade groups and as individuals to renew and broaden 
the public appreciation of our product and our service; and 
once a year in the shoe and leather center of New England 
we can in such events as this examine the measure of our 
advancement and renew our determination and effort for the 
future. 

For One and All 


No condition can arise, in which the true interests of all 
within our industry are not alike. Nothing can injure the 
one without reacting in some degree upon some other interest. 
Likewise nothing can be for the good of one without ultimately 
reacting to the general benefit. 
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Conditions of manufacture, raw materials, labor, 
delivery, price or salability are so inter-related all the 
way back from the shoe store to the primary markets 
that it is only by common effort and consideration and 
co-operation that trade evils or unsatisfactory condi- 
tions can be corrected and restored to normal. 

To all who have come to this exposition the welcome and 
cordial good will of the city and State have already been 
extended officially. It is now my privilege on behalf of the 
market and each of the exhibitors in the National Shoe and 
Leather Exposition to extend the greetings and the helpful 
service due to the trade of the country whose interests it is 
our desire to advance as a whole. 


Superiority of American Shoe 


President Orr emphasized the fact that the superiority 
of the American shoe, is due to scientific retailing and to the 
retail merchant’s initiative and scientific treatment of shoe 
stocks. He spoke of the great benefit which the National is 
to retail shoe merchants; that it is their own organization, 
conducted for their benefit, exclusively, and that anything 
that comes up which is inimical to the trade, the National 
Association stands ready to fight. Mr. Orr spoke of the pub- 
lic’s frame of mind brought about by the manufacturers’ 
sales and the statements advertised by them—for instance 
announcing a shoe at $5.85, and then dwelling on the fact 
that the retailer’s profits were eliminated. ‘‘The public natur- 
ally thinks,”’ said Mr. Orr, “‘that we are making more money 
than is the case. Those of us who have come here from a 
distance feel that it is our duty to be present to give you all 
the help possible. 


Factory Outlet Store 


“The greatest menace, as I have stated, is the factory out- 
let store—the ignoring of the retail merchant. Let us see how 
this has worked out in England. In England, there are about 
300 stores operated by shoe manufacturers. They have no 
large retail shoe stores such as we have. The reason is be- 
cause there is no initiative gained and no incentive for the 
people to open up stores. As a result the shoes have no charac- 
ter and no style as with the American shoe. Another injuri- 
ous competition is the commissary store.” 


Cause of Present Conditions 


The Cause of Present Conditions was then treated by 
Vice-President H. A. Rosenbach of Chicago, who spoke in 
part, as follows: 

“The cause of present conditions as we see them in the 
part of the country where I come from is a world catastrophe 
which has caused the public to get many false impressions; 
these impressions were also influenced by propaganda which, 
without inquiring into the sources, were of a character to 
spread discontent among this public which you and I serve. 
There was a series of excess demands made by certain lines of 
industry, which eventually reached the retail merchant. I do 
not believe that at any time the shoe retailers of the United 
States have asked beyond their just deserts, but I do not 
think that we can afford to be as charitable against other 
branches of the industry which help to make the finished 
product distributed by us to our customers, the prices of 
which went beyond all reason. We must all admit that when 
we pay a certain price for a shoe we must ask a correspond- 
ingly high price in order to continue to live. Following this 
we had propaganda from Washington, ill-timed, ill-advised, 
inspired by selfish motives on the part of individuals, which 
has resulted in discrediting our trade with the general public. 
We came into the Spring of 1920 with that condition on a 
rising market. We, like the lambs of Wall Street, bought just 
a little bit more than we should, but were unlike the wolves 
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of the same street and were not smart enough to know when 
the turning point came.” 


“Merchandising Conditions of Today”’ 


““Merchandising Conditions of Today’ were treated by 
Hollis B. Scates of William Filene’s Sons Company, former 
President of the Massachusetts Association. Mr. Scates 
spoke, in part, as follows: 

“If the conditions which now exist have the effect of 
stabilizing business, then I would say that these liquida- 
tions have been a good thing—we have liquidated the future. 


Have Prices Reached the Bottom? 


“Have prices reached the bottom—that is an purely eco- 
nomic problem. Shoes will be cheaper only when labor costs 
come down—the faster labor comes down in prices, the faster 
will prices of commodities be reduced. Seventy-five per cent 
of the cost of a pair of shoes is in the labor. The liquidation 
that has come about in this country amounts to $50,000,000— 
there may have been a surplus of $50,000,000 worth of shoes— 
that is not a large sum against the $1,500,000,000 worth of 
shoes, which amount is the retail distribution of shoes yearly 
—it is less than 4%. 


Liquidation Mainly on Undesirables 


“‘Most of the liquidation that has occurred has been in shoes 
of very cheap grades, which on account of present conditions, 
have been very much outgraded. For instance, the $1.85 
shoe of 1912, in a turn, with a Louis heel, of poor material, 
cut very high, simply thrown together, reached the price of 
$6.00 to $7.50, when it got into the jobber’s hands, through 
which source it was distributed largely. These shoes were 
not good shoes, and the men who bought and sold these shoes 
were not qualified to be in the shoe business. Ninety per 
cent of the liquidation has been on the long vamps, with 
Louis heels. 

“But supply and demand will take care of these affairs and 
the men who are not qualified to be in the shoe business will 
finally be eliminated from the trade. 

“There are about enough people to take the very high- 
grade shoes, and enough to take the cheap grades, and right 
in the middle is where we fit. There are just about enough 
good shoes of the middle grades to take care of the demand. 
I believe that the time has gone when we can buy heavily 
twice a year. I believe that a man has no right as a good 
business man to buy more than two months ahead on a 
rising market. 

“I would advise the merchant to liquidate his stocks down 
to what he thinks is a fair working basis. I then see no reason 
why he should buy any more than for sixty days ahead. 
You can buy shoes now and get them delivered in September 
and October. A man on the Coast will say that he cannot 
operate that way. I believe a man in the shoe business must 
figure out as closely as he can how much his volume of busi- 
ness will allow and get into the market as often as he can, 
buying shoes every month or two. Play close to your stomach 
the way some of my Western friends play poker. 

“Back in 1910, 1911 and 1912, a manufacturer could make 
in eight months all the shoes we could absorb in a year — 
the war came and upset that condition; then we got to 
exporting and that upset us still more. These two factors 
have been eliminated and we are going back to the old days 
before the war and our manufacturers will make as many shoes 
in eight months as we can absorb. 

“I can see only one possible way to operate and that is by 
buying as many shoes as you want for the next sixty days’ 
sales on top of a fair-working stock.” 

A. Katschinski, president of the California Retail Shoe 
Dealers’ Association, prefaced his remarks with an amusing 
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story of the mayor of a Kentucky town and a mountain pic- 
colo player. 

It was brought out after his talk by Chairman Willson, and 
this opinion had the majority vote of the assembly, that a 
National Convention might be held on the Coast perhaps in 
1922 or 1923. Mr. Katschinski said in part, as follows: 

“The retailer must stop the manufacturer from going into 
the retail business. The trouble with the retail shoe merchant 
is, he does not know his own powers. We have not stood to- 
gether much. But out on the Coast, we have federated our 
retail shoe association with the other business organizations, 
so that what has happened in Boston could not have hap- 
pened in San Francisco. 


The Federal Reserve System 


“‘Everybody seems to have forgotten to mention the Federal 
Reserve System. The war is over and I think that it was a 
dastardly thing to punish legitimate merchants doing a legiti- 
mate business for the purpose of trying to make Wall Street 
liquidate. Merchants of every State in the Union should 
go into politics.” 


Afternoon Session—July 21 


The afternoon session was opened by Joseph E. Warner, 
speaker of the Massachusetts House, representing His Ex- 
cellency, Governor Calvin Coolidge for the Commonwealth. 
Mr. Warner presented the congratulations and felicitations 
of Massachusetts to all present. 


Jj. E. Wilson of Detroit 


J. E. Wilson of Detroit, president of the Michigan Shoe 
Retailers’ Association, came next with a talk on “The Ethics 
of Manufacturers’ Sales.” 

Mr. Wilson congratuated the exhibitors at the exposition 
on their wonderful display, also the management, and ex- 
pressed his wish that this might be made a yearly affair. 
He expressed his great pleasure at being able to attend and 
said that he wished to do everything he could to assist in the 
work of regulating the retail end of the shoe business, so that 
all of the retail merchants can stay on the map and feel that 
we are something in the retail world. He said that is only 
through co-operation with associations which will help the 
thing along if all will co-operate in the right spirit. 

Fred W. Small of the Gilchrist Company came next. Mr. 
Small took for his subject, “Should Retailers be Allowed to 
Change the Details of the Order Before Shoes are Cut?” 
Mr. Small brought out the fact that it is very essential to 
watch the style trend from week to week. 


Are You Paying More for Shoes? 


A question was asked by Mr. Lang if Mr. Small was paying 
more for shoes than last Fall. Mr. Lang quoted a shoe bought 
last Fall at $7.00 for which a great many manufacturers 
charge at the present time $9.00 for—a $2.00 advance over 
last Fall. Mr. Small felt that he could not make a definite 
comparison. 

Some little discussion took place, and Mr. Wilson inter- 
preted Mr. Lang’s thought as he saw it. 

“TI think,”’ said Mr. Wilson, “‘that you could say that shoes 
are about $2.00 higher than they were in March, 1919, and 
from what I can find out there is not much prospect of getting 
shoes down to the basis they were on in March, 1919. When 
you get to the Fall business, I think that you will find that 
shoes are going to be a good deal higher than shoes you sold 
this Spring and Summer.” 

Thomas S. Childs of Holyoke then spoke briefly on a good 
fitting’ and the fact that a high-grade service to the public 
deserved a price in accordance with same. 
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Merchants Entitled to Legitimate Profits 


Irving B. Howe made one of the best talks of the afternoon. 
He took for his theme that the merchant must not be afraid 
to get legitimate profits. “It is a mistake,” said Mr. Howe, 
“for the merchant to take legitimate stock and offer it at 
sacrifice prices. This creates in the minds of the public a 
wrong impression. A certain merchant on Washington 
Street has advertised—‘25 per cent profit is all that I ask.’ 
I do not think that we should pull the ethics of the shoe busi- 
ness down or cripple our service in any way. Twenty-five 
per cent is about the profit to which the manufacturer is 
entitled—it is a wholesale profit and I do not think that we 
should advertise we are retailing at a wholesale profit. 
But on the contrary, we should advertise that we really fit 
shoes, and put all there is in service into the transaction, and 
therefore, expect a fair profit in return.” 


Talk of H. E. Hagan 


Henry E. Hagan, represented the mayor of Boston and 
extended the greetings of the city. Hagan than gave a very 
forceful talk. 

Talk of A. H. Geuting 


A. H Geuting, chairman of the Executive Committee at 
headquarters was the next speaker. He presented the situa- 
tion in a very clear manner, gave raw material prices. Mr. 
Geuting told the meeting that the thing to do is to keep a 
steady hand on the helm, liquidate the merchandise you have 
in hand, be prepared to take advantage of every new offer- 
ing. “I feel,” said Mr. Geuting “that these new offerings will 
be perhaps a little lower, but there is not going to be any ex- 
treme drop in the shoe business, and I do not think we shall 
see the low prices of shoes we had before the war. 

“T think that the future of the shoe business is good; I think 
that liquidations will continue for a brief time—then next 
Spring we will have some more, and so on—in fact, as lonz as 
we are in business. I do not believe in our time that we shall 
ever see the American dollar worth more than 60 cents in 
its buying power. Whenever you have any merchandise, 
bear this in mind and get two for one. You remember the 
price in the old days—then multiply this by two and you will 
be on pretty safe grounds.” 


Talk By C. K. Chisholm 


C. K. Chisholm, from Cleveland, spoke of ‘‘The Future of 
the Shoe Business.’”’ Mr. Chisholm’s talk was very interest- 
ing. He suggested that the merchants needed a little more 
backbone. ‘““The merchants of Ohio,” said Mr. Chisholm, 
“have not been panic stricken, have priced their merchandise 
fairly and have enjoyed a good, healthy business. For Fall 
if you men have had your ears to the ground, you have 
already gotten your stocks into the proper conditions. You 
should take care to turn your stocks; do not hold on to same 
thinking that you can get a little more money for your stocks. 
Do not forget the style change, which we have been through 
for a good many periods.” 


Other Speakers 


Frank E. Ballou, of Providence, followed with an in- 
teresting talk, telling how they do things in Providence and 
how much they respected Massachusetts, who was both 
their father and mother. Mr. Wilson returned the compli- 
ment by saying that Massachusetts was proud to have such 
a progressive child as Rhode Island. 

Reuben Steifel, Memphis, President of the Tri-States 
Association, told the meeting the way Memphis conducted 
affairs, presenting his case in a very clear manner. T. C. 
Mirkil explained the workings of the newly organized Council 
of Arbitration. 
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All Haverhill was set in a flowery garden 


Haverhill Exhibit’ Attractive 


An Italian Garden the Decorative Motif—New Style Effects 


The Haverhill exhibit took the form of an artistically 
arranged Italian Garden. It was centrally located and 
formed an ideal meeting place for the shoe manufacturers 
and the visiting buyers. Each manufacturer’s booth was 
distinctive in character and the heads of the various houses 
represented and their salesmen were present throughout the 
entire exposition. Many of the firms had models on the 
runway, and the dainty misses, clad in Haverhill’s finest in 
footwear, portrayed some snappy new style effects. 

At the Ordway & Clark, Inc., Booth, No. 95, women’s fine 
turn and McKay shoes appeared. Grison’s kid in gold, pink, 
taupe and grey was featured. The model for this house wore 
shoes made of the gold stock. There were four attractive 
styles shown in cross straps, with a full Louis heel and vamp 
of 354 inches. R. B. Clark, of the firm, was there in person, 
the first night of the Show, with his young son, Frederick 
Clark. “Sid’’ Curry one of the most popular traveling men 
out of New England and President of the Boston Shoe 
Travelers’ Association, was there to greet the trade. 

At the Collins & Staples Booth, U. L. Staples was in 
charge. Mr. Staples was assisted by A. G. Collins. A group 
of attractive white shoes of polar cloth and reignskin were 
shown; some had .strap effects; there were also some two 
eyelet effects; an effective shoe in patent, some satins, and 
some brown kid. A brown ooze model was a beauty. This 
firm make ladies’ fine turned slippers, in full Louis, Cuban 
and military heels. 


An Effective Group 


The other booths were most effective: Hazen B. Goodrich 
Co. featured women’s fine turn shoes and men’s turn slippers; 


Chas. K. Fox, Inc. had a very attractive display of turn 
slippers in colors; skins were shown to match, with floral 
decorations; Knights-Allen Company showed women’s 
turn slippers; they had a good display of very low cut styles; 
Ordway & Clark showed a line of women’s high grade turns; 
W. H. Butler Company showed women’s turns; Liberty- 
Durgin, Inc., showed women’s welts and turns; Hervey E. 
Guptill a varied line of women’s turn shoes in colors, fancy 
patterns, among them gold brocades; the Rickard Shoe Com- 
pany showed women’s fine welts in boots and oxfords; The 
line of Herman E. Lewis was most attractive in women’s 
turns; Le Bosquet-Moore Company showed a line of women’s 
turn slippers; Harrison-Lockwood Company presented wom- 
en’s McKay slippers and boots; Hopkins & Ellis showed 
women’s fine turn shoes in lowcut patterns; Emery & Marshall 
showed women’s turns, ladies’ high and low cut patterns and 
growing girls’ shoes; Kimball & Sherman Co., women’s fine 
turn slippers and boots, featuring a very attractive line of 
ten-inch boots; Witherell & Dobbins Co. showed women’s 
turn slippers in a great variety of new patterns; J. H. Win- 
chell & Co. showed a line of men’s medium welts; Whitcomb 
Shoe Company showed a line of men’s medium priced 
Goodyear welts, in high and low cut patterns; Civilian Shoe 
Company, Goodyear welts for men in high cuts and oxford; 
Chesley & Rugg, women’s turn shoes; John H. Cross, Inc., 
women’s turn shoes. 

The Raymond Sales Company showed some very attractive 
dancing shoes. Their model on the runway was an expert 
toe dancer and daintily demonstrated in her costume of 
light blue tulle, pink satin ribbon sandals. 
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The Most Unique Features of the Show 


A Co-Operative Style Show By Lynn 


With Factories in the Background and a Promenade 
Above the Unit Displays of Footwear 


Shoes” came to the front most handsomely. 
The Lynn style show, at the exposition in 
Mechanics Building, was the season’s success. It 
blazoned the name of Lynn anew on the shoe map of 


Js there is in Lynn these days. The “City of 


the country. It showed to a thousand and one 
buyers that Lynn is to the forefront in shoemaking. 
“The Mother of American Shoemaking” comes into 
her heritage again. 

Even beyond the fondest hopes of its promoters 
was the success of the Lynn style show. They planned 
and labored patiently, with a hope of presenting a 
pleasing show. But they did not dream that Lynn 
would over night become the talk of the shoe markets, 
because of the brilliancy of their show. ‘We never 
saw the like of it before’ was the common verdict. 
“‘Lynn has opened a new era in the artistic presenta- 
tion of styles in footwear,”’ a number added. 

Abundant truth is there in the verdict. The buyers 
came, and saw and bought. Lynn manufacturers 
booked business. They wrote down orders while the 
models showed the shoes. Buyers saw how the shoes 
looked on the foot. That this is a true test of style 
they were convinced. 


City of Lynn Reproduced 


In this Lynn style show, the shoe making district 
of Lynn was re-produced as on a stage. The drops 
revealed the big factories of Lynn. The scenic artist 
did his work well, painting Lynn on a canvas 150 feet 
long. It is doubtless the largest canvas ever used in a 
style show. The stage spread in a length of 150 feet 
before the panorama of Lynn. Up and down this stage 
the models promenaded, revealing pretty shoes, and 
pretty apparel, too. “Miss Lynn, Model 1921” led 
the way, and her attendants followed after, each pre- 
senting a new type of Lynn footwear. The jazz band, 
in the middle of the panorama of Lynn, played 
briskly, as the models marched daintily. The styles 
were triumphs of the art of designing. The attraction 
to buy was irresistible. 

Before the stage there was spread the array of 
fashions for the 14 manufacturers of Lynn who joined 
in the Lynn style show. They were arranged by 
Harry Shreve, display manager of the Burrows & San- 
born store, Lynn. It was a typical unit store display, 
with stands and lighting and the like. So the buyers 
from retail stores saw the shoes as they would !ook 
in their own store windows. That was an effective 
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little bit of modern merchandising of shoes by the 
manufacturer. 


Co-operative Spirit of Lynn 


Burrows & Sanborn,. by the way, aided most sub- 
stantially the Lynn manufacturers in making their 
style show a success. They provided all the costumes 
that the models wore. They will later reproduce the 
style show, in miniature form, in their store windows, 
and will sell the shoes that the models wore. Also, 
the style show will be reproduced at the Lynn fair in 
September. The spirit of all Lynn was behind that 
style show in the Mechanics Building. Many shoe- 
makers, workmen at the bench, went into Boston to 
observe the show, and the Lynn Association of 
Superintendents and Foremen attended the show in 
a body. 

Parisian patterns and American service boots were 
the leading styles among the Lynn samples in the 
show. There were Peggy O’Paris boots, the Bijou 
boots and Sabot shoes, and strap effects, also wonder- 
ful buckle-trimmed boots. These shoes were made of 
soft suede and kid leathers, in the accepted colors. 
They had high heels, of course. They are for dress 
wear. In the American service style boots, there were 
fine kid shopping boots, and calf walking boots, in the 
black and brown colors chiefly. Most of them had 
10-8 or 12-8 heels. 

But those Lynn styles, to be admired, should be 
seen at the show, worn by the pretty models, grace- 
fully promenading along the runway. The direction 
of the show was in the hands of C. D. McLaughlin 
and Edward Hyde. It is a way of showing shoes 
that stirs up trade as an electric current starts up the 
battery. Edric Taylor is the David Belasco of Lynn. 
He produced the show. He was in the theatrical busi- 
ness, before he began to make lasts, and he knows 
about spectacular effects, as well as styles. Inci- 
dentally, he had a miniature theatre of his own, where 
he produced ““The Princess of Lynn,’ “The Poster 
Girl” and “The McNichol Taylor Girls,”’ all artistic 
presentations of new styles in footwear and apparel, 
staged in less space than a show window takes, and 
with just one model, and a pretty one at that. 





Col. William Armstrong Dead 
One of the Most Loved Men in Leather Trade 


William Armstrong of the Armstrong Leather Mart, 
Salem, died of heart trouble at his home in Peabody, 
Wednesday morning, July 21, age 61. 

He was born in New York, son of William Arm- 
strong, a noted tanner and leather merchant. He 
lived several years abroad, buying hides and skins for 
New York concerns. He tanned leather with A. B. 
Martin & Co. of Lynn, and later became head of the 
Armstrong Leather Company of Peabody, a branch 
of Salomon & Phillips of New York. He bought the 
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Treadwell tanneries in Salem, a few years ago, and 
established the “Armstrong Leather Mart, tanners 
for 100 years.”’. 

Mr. Armstrong was one of the most interesting and 
lovable men of the shoe and leather industry. He 
was always genial, always courteous and always 
ready to lend a helping hand in any movement to 
advance the welfare of the trade. He possessed a 
wonderful fund of information of the shoe, leather 
and allied trades, and he had the gift of telling what 
he knew in an entertaining way. He was a speaker at 
many trade gatherings, and it was his delight to talk 
with young men who wished to know about the art 
and mystery of tanning, and the uses of leather. 

Mr. Armstrong was a follower of Roosevelt. 
He had faith in high American ideals. He was de- 
voted to his family. He was fond of sports, and the 
strenuous life. One friend says of him that “‘he was a 
gentleman as true as ever trod South Street.”” Mr. 
Armstrong belonged to several trade associations, 
was a bank director, a member of several clubs, and 
an active leader in the affairs of his home city of Pea- 
body. Many friends will miss him, and the trade will 
miss him as a man who gave his best thoughts and 
efforts to the advancement of its welfare. 


River Robbers at Work 


New York—Following a motor boat chase in the 
Hudson River, three men and a woman were arrested 
here last week. The police recovered $10,000 worth 
of shoes alleged to have been stolen from the pier of 
the Acme Line Steamship Company. The shoes were 
consigned to Havana. Six cases of shoes were stolen 
and four were recovered in the home of Mrs. Robert 
Beatty, where the shoes were being unloaded from 
an ash cart. The police followed the driver back to 
the pier and questioned him. Another man who over- 
heard the conversation jumped into a motor boat and 
headed for mid-stream, but detectives overtook him 
near the Jersey shore. Those arrested besides Mrs. 
Beatty were August de Rocco, Frank Gleason and 
Joseph Clark. The police believe the gang might 
have been implicated in some of the recent river-front. 
robberies aggregating $250,000. 


James P. McManis Dead 


Chicago—James P. McManis, secretary of R. P. 
Smith & Co., died at his late residence, Warren 
Avenue, Chicago, Monday, July 19. Mr. McManis 
was sixty-four years of age, had been associated with 
the R. P. Smith concern for over thirty years. For 
many years he was head buyer for his house. He was 
recognized among manufacturers and wholesalers as 
one of the best-posted and most reliable shoe men of 
the Middle West. Through his careful consideration 
of the interests of those with whom he came in con- 
tact he had won a host of friends in the trade. 











BOOT AND SHOE RECORDER 


July 24; 1920 





Philadelphia Plans Bigger Show Next Year 


Success of Footwear Exhibit Leads to Decision---Merchants Interested in 


Styles and Prices 


T looks very much as though there will be two 
really national style shows next year—at least 
one of them in Philadelphia. Because of the 

success of the first footwear style show, held in the 
Bellevue-Stratford Hotel here on Monday and Tuesday 
of this week, it has been decided already to engage larg- 
er quarters for next year and to throw open the exhibit 
space to all manufacturers, no matter what their 
geographical location may be. And, as further proof 
that the show was a success, it may be cited that 40 
of the 60 odd manufacturers who displayed their 
wares here have notified members of the Executive 
Committee that they wish to take space in next 
year’s show. 

It is pointed out, in this connection, that Phila- 
delphia is on the beaten path between points in the 


West and those in the East, and that merchants 
coming from the West to Boston can reach Phila- 
delphia easily and conveniently; while merchants 
traveling from the East to Chicago will go little out 
of their way to reach this city and its shoe 
exhibit. 


Displays Well Arranged 


The entire Philadelphia show—its arrangement 
and entertainment features—is a tribute to the in- 
genuity and resourcefulness of the men in charge. 
The ballroom of the Bellevue-Stratford is not the 
huge place usually selected for such affairs. And 
yet, in the approximately 10,000 square feet of floor 
space with which they had to work, members of the 
committee managed to get 66 displays without even 
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the appearance of crowding, all of them tastefully 
decorated. Apparently the show was the work of 
professionals. . Actually it was put across by men 
vho had had no previous experience and who were 
cuided solely by their sense of the fitness of things 
vnd their inherent good taste. All told, there were 
«bout 700 visitors. 


Talk of Prices and Styles 


Merchants who attended—-and there was a goodly 
|t of them—were as much interested in the price 
trend as in the style developments. The general 
«pinion was that prices will not drop appreciably, cer- 
tainly not enough to justify further aloofness in the 
niatter of buying, provided shoes are needed to re- 
plenish stock. Divergence of opinion developed, 
however, in discussions as to what kind of shoes to 
buy. Some contended that the best 
policy, in view of the public attitude 
toward prices, is to stock up on the 
lower grades, make a minimum profit 
and seek fortune via the pathway of 
volume; while others, if they have the 
courage of their expressed convictions, 
will buy the higher grades, add a 
regular mark-up and advertise ‘“‘to 
beat the band.” 

A merchant from the South an- 
nounced that he is going to sell good 
quality shoes or “bust.” He has de- 
cided that he can do business on retail 
prices ranging from $14 to $17 this 
Fall, and is buying heavily of grades 
wholesaling between $10 and $14. 
Others want shoes which they can 
retail for less than $10, and at least 
one manufacturer of this grade an- 
nounced happily that orders received 
will keep his plant running full time 
until September. 


Motion Pictures Featured 


Motion picture shows Monday and Tuesday eve- 
nings included a film prepared by the Goodyear Tire 
and Rubber Company, illustrating the manufacture 
of ‘‘Neolin” soles; another film illustrating the vari- 
ous processes gone through in shoe manufacture, 
prepared and presented by the United Shoe Machin- 
ery Corporation; and a feature film of the regular 
movie variety. Orchestral music enlivened the style 
show sessions. The men to whom Philadelphia and 
Pennsylvania manufacturers owe thanks for the suc- 
cess of the show are: 

Executive Committee—C. E. Gibbon, chairman, 
C. 8. Gibbon Co.; Tycho Buek, Jr., Buek & Co.; G. S. 
Laird, Laird, Schober & Co.; J. H. Cross, Mrs. A. R. 
King, Inc.; James Edwards, J. Edwards & Co., Inc.; 
Newton Elkin, Elkin Turn Shoe Co.; J. W. Goodwin, 
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Smaltz-Goodwin Co.;-A. E. C. Hall, United Shoe 
Machinery Corporation; W. J. Hallahan, Hallahan & 
Sons, Inc.; E. H. Kempton, C. C. Kempton & Son; 
J. C. McKeon, Laird, Schober & Co.; Herman Meyer, 
Croxton, Wood & Co.; Gilbert Nahm, Nahm Broth- 
ers; Culbreth Sudler, Ziegler Bros. Co., and D. D. 
Wolf, C. C. Kempton & Son. 

Advertising and Publicity Committee—Gilbert 
Nahm and Culbreth Sudler (chairman). 

Booth and Concessions Committee—A. E. C. Hall 
and C. E. Gibbon (chairman). 

Decorations and Entertainment Committee— 
Newton Elkin and E. H. Kempton (chairman). 

Finance Committee—Tycho Buek, Jr., and D. D. 
Wolf (chairman). 

Reception Committee—Members of the Philadel- 
phia Shoe Travelers’ Association. 


Travelers Hold Outing 


On Wednesday, after the close of 
the style show, the annual outing of the 
Philadelphia Shoe Travelers’ Associa- 
tion was held. An _ automobile 
parade squirmed and wriggled its 
way through Philadelphia’s streets 
and out into the country to the 
grounds of the Philadelphia Rifle 
Club. The weather was ideal—clear 
with a northwest wind. 

The main feature of the day was a 
baseball game between a team picked 
from the membership of the associa- 
tion and one chosen from among the 
retail merchants of the city. With 
dinner in the offing, the merchants 
won handily by a score of 8 to 4. 

Freak races of various kinds, and also 
regular races, came next on the pro- 
gram, among the winners being M. Gor- 
don, W. Wendercott and C. Maier. 


Philadelphia 


‘A Whale of a Dinner” 


Two hundred members of the association, mer- 
chants and manufacturers, sat down to what every- 
one agreed was “a whale of a dinner,” at 1.30 p. m. 

William F. Schoell, as toastmaster, thanked the 
merchants for their co-operation in the affair, and 
spoke of the wonderful progress being made by the 
association. Another speaker was C. Earl Gibbon, 
chairman of the Style Show Executive Committee, 
who paid high tribute to the travelers for the part 
they played in making the exhibit a success. “Dave” 
Strumpf told stories. So did Lester Hance, after 
which Toastmaster Schoell presented prizes to the 
winners of the various athletic events. 

After dinner, and merely as an aid to digestion, the 
travelers took on the merchants in the bowling alleys, 
coming off decidedly victorious. 
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Philadelphia Styles Show Conservative Trend 


Woman Writer Sees a Suggestion of Stabilization Which Is Good 
for the Retail Trade 


By Mrs. O. D. FOSTER 


ix the conservative woman who buys half a . 


dozen pairs of shoes a year, the Philadelphia 
Style Show suggested a stabilizing of styles 
that was encouraging in the extreme. 

After the hectic era of freak vamps, bizarre cut- 
outs and models so extreme that no sane merchant 
whose trade is maintained under ordinary conditions 
would ever consider stocking them to any extent, it 
seemed good to know that the keen-eyed, sensible 
buyer may once more reach down into her lisle thread 
bank and go out to buy, and it needs no keen analyst 
of trade conditions to tell you that this is the woman 
the majority of the trade find their most valued cus- 
tomer. She is the woman who comes in early in the 
morning, before the midday rush; she examines your 
stock critically, it is true, but she knows values, she 
appreciates good conservative style and when she 
finds those things. added to good honest service, you 
not only have her permanent trade but that of her 
large following, which consists not alone of women 
of her own type but also of a host of those who depend 
on her excellent judgment to guide them in a majority 
of their purchases, and among whom you may build 
up a clientele that insures a steady and dependable 
turnover. 

It is to this type of woman the manufacturers are 
looking when they plan their season’s styles, for every 
big sales manager will tell you that this is the trade 
that keeps the bacon on the pantry shelf and enables 
them to make their marked down sales an advertising 
feature rather than an emergency measure. 


Brown Leather a Favorite 


A swift survey of shoes shown in Philadelphia 
showed a distinct predominance of brown leather, not 
alone in the oxfords but also in the brogues and high 
shoes. 

Manufacturers are studying their trade more in- 
tensively every year and they have learned that 
women like something out of the ordinary. How to 
give it to them without offering something that would 
not be universally salable has been one of their big- 
gest problems. They have come the nearest to its 
solution in their offerings of brown leather. From the 
smart looking woman whose well-shod foot rests on 
the cushions of her limousine’s carpeted floor to the 
sturdy house mother who backs her strenuously ac- 
quired Ford from under the carriage shed, you will 
find them satisfactorily shod in this pleasing deviation 
from the tiresome monotony of black. 


Every retailer knows his first difficulties in selling 
brown leathers for general wear, but now that all! 
questions of discoloration and other objections have 
been so successfully met by skillful manufacturers and 
tanners, no other shoe stands so high in the popular 
favor, and through all the “Seven Ages’”’ it ranks as 
prime favorite. 

Capitalizing on its wonderful possibilities the 
Philadelphia manufacturers have outdone themselves 
this year in a variety of smart and sensible models in 
all brown and brown combinations, using all weight: 
from the soft leather of the dressy pump, to the heavier 
types used in the brogues and high shoes. 


Oxfords Predominate 


Oxfords were shown in a great variety of styles and 
in spite of the Fall showing, low shoes displaced the 
high models to such an extent that they probably made 
up at Jeast 90 per cent of the exhibit. This is un- 
questionably due to the difference in our standards of 
living, which makes it possible for the vast majority 
of women to ride in bad weather and to the increased 
interest in physical culture, not to mention the trifling 
incident of charming woolen stockings which have 
caught the fancy not only of the sport-loving college 
woman, but of her older sister, the smart young matron. 

In low shoes the manufacturer is gradually veering 
back to the oxford rather than the pump for every- 
day wear, a sensible custom which will find its en- 
dorsement among all practical buyers. Oxfords were 
everywhere in the lead in the heavier leathers, there 
being a noticeable diminution in “walking” pumps. 


Vamps Fairly Long 


A noteworthy feature in this Philadelphia exhibit 
was the strong reaction in favor of the pointed toe and 
long vamp. Everywhere this tendency toward the 
four-inch vamp was distinctly in evidence. Several 
exhibitors openly showed vamps distinctly four inches 
in length and the majority were not less than three 
and seven-eighths. This and the extremely pointed 
toe were the two outstanding features of the show, and 
came as a surprise to many of the visitors, who were 
looking for a more gradual transition from the erst- 
while popular French models. With but one or two 
exceptions the much heralded modified toes were de- 
cidedly missing. Inquiry developed the fact that a 
distinct reaction against the French vamp among 
buyers has developed the need for a decided change in 
the Fall model. 
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RESOLVED, that President Ernest N. Park sound- 
ed the keynote that will bring success to our organiza- 
tion when he stated that our greatest need is a large 
membership. This association endorses his views and 
we recommend the adoption of the proposed constitu- 
tional amendment giving to the president power to 
expend a sum not to exceed $1,000 to further this 
work. 

RESOLVED, that we renew our pledge of allegiance 
to the N.S. R. A., of which we are members, and guar- 
antee our best efforts to promote the interests of the 
great national body, as well as our own, as the success 
of one spells the success, in a large measure, of the 
other. 

RESOLVED, that this association expresses its 
thanks and great sense of appreciation to President 
Ernest N. Park, honorary chairman; A. B. MacCor- 
mack, chairman, and Elmer L. Beasley, secretary, and 
to those others of the Syracuse Retail Shoe Dealers’ 
Association who with so much effort arranged this 
convention and style exhibit, which in every detail has 
proved such a wonderful success. We realize the enor- 
mous amount of work to do this, and we are truly 
grateful. Syracuse, its mayor and leading citizens 
have done themselves proud on this occasion, and we 
lack words adequately to express our gratitude. Be it 
ordered that the secretary, in a formal manner, ad- 
dress a communication to His Honor Mayor Harry 
Farmer; to the president of the Syracuse Chamber of 
Commerce, and to A. B. MacCormack, president 
of the Syracuse Retail Shoe Dealers’ Association. 


Immediate Repeal of Lever Act 


RESOLVED, that whereas we as shoemen 
have offered our services to the Department 
of Justice of the United States Government 
in absolute good faith, believing that the 
attorney general wanted facts upon which 
to base conclusions, rather than ammuni- 
tion upon which to use the shoe trade as a 
football in his campaign to secure convic- 
tions in the enforcement of the revised 
Lever act, we publicly denounce the out- 
rageous methods used in various cases, at the 
same time renewing our war-made pledge 
and loyalty to the American Government, 
the Constitution and all that Americanism, 
in its highest sense, represents. We de- 
mand the immediate repeal of the Lever 
act and all war-time legislation. 


Resolutions Adopted by Second Annual Convention of the Retail Shoe 
Dealers of New York State at Syracuse 


RESOLVED, that we express our sympathy to 
Director Ben Jacobson, who is ill and unable to be 
present, and to Burt J. Gosper, our vice-president, on 
the recent death of his sister. Let the secretary send 
a message of condolence to each of these worthy 
brothers, containing a heartfelt expression of sympathy 
of this association. 


Against Mid-Season Styles 


RESOLVED, that we deprecate the introduction of 
mid-season styles in shoes, and that all we ask of shoe 
manufacturers and wholesalers is a square deal in all 
matters, and pledge a square deal in return. 


Against Misleading Advertising 


RESOLVED, that we regret what is believed by 
those at fault to be a necessity on the part of certain 
operators, through misleading and often absolutely 
false statements, both as to shoe values and to the 
identity of real operators, in conducting cut-price shoe 
sales. We recognize, as they must, the injury such 
sales do to the regular dealers, as well as to the public. 
In the case of the latter it has created the erroneous 
idea that shoe prices are rapidly declining, while we, 
as merchants, knowing the facts, have no good reasons 
to believe that we shall be able in the immediate future, 
at least, to buy dependable merchandise greatly under 
present prices. 


Service to Public 


RESOLVED, that as shoe dealers we are giving the 
best in our lives to the service of the public in the way 
of the selection and proper fitting of shoes. We feel 
that even-handed justice demands a like scaling down 
of prices on all other lines of essentials, including food, 
to the end that our country may get back to a normal 
condition as early as possible. 

RESOLVED, that we express our appreciation to 
the manufacturers and others who have seen the value 
of exhibiting their wares at this convention. We know 
from expressions heard on all sides that they feel more 
than repaid for being a part of this successful gather- 
ing. We greet them as our friends, and thank them 
for their co-operation and helpfulness. 

RESOLVED, that we heartily endorse the educa- 
tional work now being carried on by the Retail Shoe 
Salesmen’s Institute, and recommend this to the earn- 
est attention of all our members, that the fitting and 
selling of shoes be placed on a higher plane. 

RESOLVED, that we express our hearty thanks to 
the speakers who have addressed our convention. We 
not only have been highly edified but enlightened by 
their words of advice and wisdom. 
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Merchants Organize “Square Deal” Committee 


Syracuse Convention Urge “Better Training of Merchants and 


Salesmen’’ 


HE third and closing session of the New York 
State Shoe Dealers’ Association, with the vot- 
ing of the proposed amendments to the con- 

stitution and which dealt with individual membership, 
affiliated membership ard the regulation of the dues 
for such class of member. Another amendmert 
carried was the creating of the office of Chaplain for 
the State Association. This position was immediately 
filled by the election ot Elmer D. Gildersleeve of 
Poughkeepsie. Ben Jacobson of New York City, who 
wired his regret at not being able to attend the con- 
vention, but who wished the organization every 
possible success, was elected an honorary mem- 
ber. 

Other telegrams were read from Burt J. Gosper of 
Elmira and the Chicago National Shoe Travelers’ 
Association. At this meeting it was voted that the 
expenses of the delegates at large to the conventior 
of National Shoe Retailers’ Association be paid by 
the State Association. 


A **Square Deal”’ Plan 


President Ernest N. Park appointed the following 
to serve on a new committee known as the “Square 
Deal Committee,’’ Charles Strange of Binghamton: 
Allen Millard, Troy; and John Slater of New York 
City. 

These men are to go to the aid of any member 
of the association who is wrongfully prosecuted or 
attacked in any way that is detrimental to his busi- 
ness. The constitution was amended so as to permit 
the president to expend not to exceed $1,000 a year, 
and the secretary not to exceed $200 a year, in carry- 
ing or the necessary work of the organization. Fol- 
lowing the adoption of rumerous resolutions, the 
members discussed various angles of shoe merchan- 
dising. 

R. J. Sanford of Potsdam, N. Y.., 
upliftment of the shoe merchant. 


urged for the 


Qualifications of Shoe Fitters 


This merchant advocated that some plans be worked 
out whereby those who desire to enter the business 
of retailing shoes be made to show his qualifications 
to fit footwear properly and that the State legislature 
be prevailed upon to pass some law that will require 
the issuing of a license to retail shoe stores. The 
newly-elected president, William Pidgeon, Jr., who 
recently issued a lengthy article on the advisability of 
the upliftment of shoe selling and placing it into the 
same class as the optician. 


Tested Institution of Service 


“The time has come,” said Mr. Pidgeon, “when the 
fitting of shoes cannot be done by any individual wh 
happens to run a cobbler shop or a bootblack parlor 
The shoe merchant who fits the shoe must know the 
foot as intelligently as the optician who fits spectacles 
in accordance to the requirements of the eye. He wil! 
soon be not a ‘merchant in shoes’ but a professional 
shoe fitter, one who can prescribe the proper footwea: 
to aid or relieve the feet. Then, too, it is up to the 
shoe merchant to render whole-hearted service. By 
this I mean, not just the mere passing out of shoes, 
and to feel that the greatest number of sales is the 
basis of establishing the success of the store but the 
careful, considerate and conscientious service that 
will be a credit to our craft, and a means of lifting of 
shoe retailing to a higher and better level. That, 
gentlemen, will be the keynote of my efforts during 
my term of office.” Allen Millard of Troy suggested 
that an insignia and display card be adopted for the 
use of the members’ store windows. Mr. Millard be- 
lieved that the public ought to know which shoe men 
are members of the association and that the words 
“Square Dealing’ ought to be incorporated in the 
insignia. 

The Investigation Squad’s Victims 


A humorous incident of the closing session of the 
convention was enacted when President Pidgeon 
asked how many members present had played hosts 
to the investigators of the various Fair Price Com- 
mittees. A number of merchants raised their hands 
and when President Pidgeon asked how many of these 
men had been indicted or convicted, not a single case 
was reported. Mr. Pidgeon told of the recent incident 
in Rochester where 40 indictments has been brought 
before the Grand Jury and that when this body re- 
ported that not a single case was worthy of conviction, 
they were reprimanded by the judge of the Federal 
Court and told that the matter would come up 
again. 

The two closing addresses of the gathering were de- 
livered by Everit B. Terhune, general manager of the 
“Boot and Shoe Recorder,” who spoke on ‘‘European 
Conditions Affecting America Today” and by Laird 
H. Simons who selected as his topic, ‘“‘Kid Leather 
Supply and Prices.”’-In the evening the visiting dele- 
gates and their Wives were entertained with a banquet 
in their honor at Hotel Onondaga. The newly-elected 
officers and directors spoke on their plans for the 
coming term.. ‘Dihinciiajeandbaiaeacesti eS 
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Held in Conjunction with Shoe, Leather and Allied Trades Fair 


United States, Montreal is (like a hub) to the 

industry of Canada. This week proved that 
it was possible to bring together the National Shoe Re- 
tailers’ Association or De L’Association Nationale 
}ses Marchands de Chaussures on a fifty-fifty basis, 
|oth being one association with bi-lingual char- 
ucteristes. The convention therefore featured equally 
sveeches in French and English and songs as well. 
terhaps Montreal’s selection was responsible for 
nearly one thousand shoe merchants being present, as 
well as an assemblage of leather and shoe manufactur- 
ing lines and representations in the Coliseum consist- 
ing of one hundred and sixty booths. It was a case of 
much display, harmony of colors and much optimism. 


W HAT Boston is to the shoe industry of the 


A Tribute to Montreal 


Though insufferably hot the saying is justified: 
“Montreal is the last and greatest stronghold of 
hospitality and freedom on the North American 
continent.” For proof of this ask any of the veteran 
style show men who never miss an exposition if they 
can help it either side of the line. The less said about 
buying the pleasanter the rainbow of future hopes. 

As a preliminary guarantee of the success of the 
show, manufacturing trades subscribed fifty thousand 
dollars and on top of that put up extra currency for 
exhibit spaces and entertainment. This certainly 
illustrates convention spirit when you consider that 
the average Canadian factory per day produces little 
over five hundred pairs, total production per day 
being only seventy-seven thousand pairs. The United 
States could produce in seventeen days, at its normal 
rate of shoe production, all the boots and _ shoes 
required for the Canadian people in a year. 


Similar Troubles of Merchants 


There is little difference between the problems 
of the Canadian merchant and those of the American. 
Cancellations have been on a similar relative scale 
and the question is now of price and style, and hope 
in the future, providing the public buys. 


Suggests a 10 Per Cent Reduction to Public 


The speaker who made the strongest impression was 
Joseph Daoust, of Daoust Lalonde and Cie, Montreal 
who suggested that a ten per cent reduction might be 
arranged, providing mutual arrangement could be 
made with manufacturers whereby a common sacri- 
fice would enable them to give a final reduction of ten 


at Montreal 





per cent to the public. Some effort to satisfy the 
wishes of the Canadian public in that direction, even 
though it was difficult to arrange, would stimulate 
Fall business. He urged merchants to keep cool. 
Buy moderately. Keep manufacturing plants run- 
ning and not to herd in at the last minute on rush 
orders for Fall requirements, which would inevitably 
produce a rapid rise in price again. 


Forget the Comparative Price 


John N. Service of Montreal ridiculed the com- 
parative price argument and warned against bargain 
store methods being employed the year round. He 
composed a jingle which was often repeated. 

The program kept close to shoe store methods, 
salesmanship and accounting ard was most practical. 
Attendance was as good as expected considering the 
rival attraction of the Coliseum Exposition and the 
convention program. 

Spontaneous enthusiasm has not been smothered 
in Canadian Conventions. The opening night saw a 
procession headed by Highlanders with the Ontario 
section wearing green colors lead by a mascot goat, 
Quebec section in red with a huge St. Bernard dog. 
The parade with band, song leaders and all the 
instruments of noise making, made a_ bewildering 
clamor. Following the parade, traveling shoe sales- 
men of Canada assembled and organized what will be 
known as the National Shoe and Leather Travelers’ 
Association designed to be Dominion wide in scope. 

Peter Doig was made president. The leadership of 
the Convention was in the hands of President W. T. 
Fegan of Toronto, head of the National Shoe Re- 
tailers’ Association, F. S. Scott, M. P., President of the 
Shoe Manufacturers’ Association and Peter A. Doig, 
president of the newly formed National Shoe and 
Leather Travelers’ Association. 

The week was most active, the corvention 
most interesting and the work outlined for the coming 
year is placed in the hands of the following officers: 


President, George G. Gales, Montreal; vice- 
president, C. R. Lasalle, Montreal; vice-president, 
H. W. Rising, St. John; vice-president, E. A. Stephen, 
Ottawa; vice-president, D. Devlin, Manitoba; vice- 
president, James Goodwin, Vancouver. 

Executive Committee for the Maritime Provinces— 
W. L. Tuttle, Halifax; C. I. Hughes, Charlottetown, 
P. E. I., P. L. Higgins, Monaton. 

Executive Committee for Quebec — Louis Adel- 
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Resolutions by Canadian Shoe Retailers’ Association 
Adopted at Second National Convention 
at Montreal 


Try to Make Gradual Reductions 


Resolved, that in view of the general atti- 
tude of the public in regard to prices and con- 
cerning the reduced costs of raw material, such 
as hides and skins, that the associa tion consider 
that tanners and shoe manufacturers could co- 
operate with the retailers in bringing about a 
reduction in the prices of general lines of foot- 
wear. 


Continue an Orderly Business 


Resolved, that we urge upon the _ retail 
shoe trade of Canada the desirability of main- 
taining as far as possible, at the present time, a 
policy of steadiness, both with regard to buying 
and selling, in order to avoid the development of 
accentuation of conditions unfavorable to shoe 
retailing. 

For Advance Rubber Dating 


Resolved, that the association reiterate 
its demand that a month be added to dating of 
placing orders for rubber footwear, and tennis 
goods, particularly as the industry has in the 
last year or two. through the development of the 
latter branch of the business been placed upon 
‘a footing that makes this demand most reason- 
able. 


Work of Counteracting Profiteering Charge 


Resolved, that the thanks of the associa- 
tion be extended to the retiring officers, and 
executive for the good work done during the 
past year, particularly in securing the co-opera- 
tion of manufacturers in adjusting certain 
grievances in the trade with respect to the Board 
of Commerce investigation, so as to in a most 
diplomatic way have secured from it not only 
freedom from vexations and harmful regulations, 
but vindicating the retailers against charges of 
profiteering. 


Thanks for Conventional Display 


Resolved, that this second annual con- 
vention of the National Shoe Retailers’ Associa- 
tion of Canada, express its unqualified apprecia- 
tion of the splendid arrangements made by the 


management of the Shoe, Leather and Allied 
Trades Fair, which have resulted in the finest 
display of leather and shoes ever seen in America. 
Not only should the shoe and leather trades be 
proud of the magnificent display, but it is a 
credit to the Dominion at large. 


i. 
**Endorse’”’ Canadian Foot wear 


Resolved, that this association co-operate 
in every way possible with the campaign in- 
augurated by the National Shoe Manufacturers’ 
Association of Canada, in promoting the sale of 
Canadian-made footwear, throughout the 
Dominion. 


Want “Allied Trades’? Meetings 


Resolved, that the association recommend 
that a joint committee, consisting of representa- 
tives from each of the allied trades be formed for 
the purpose of meeting periodically with a view 
of promoting greater co-operation between the 
various sections of the shoe and leather indus- 
tries in Canada. 


Injustice by Publicity 


Resolved, that the association again call 
attention to the great injustice done to the en- 
tire shoe trade of this country by the unfounded 
statements appearing from time to time in the 
daily press in regard to the retail shoe business. 

(Sevenresolutions of thanks were then passed 
and fraternal greetings extended to the National 
Shoe Retailers’ Association of the United States.) 

Resolved, that this association deprecates 
the practice of some Canadian newspapers in 
border towns and cities receiving advertisements 
from retailers in the United States, concerning 
special sales of merchandise at prices which they 
fail to indicate as subject to the proper Canadian 
customs duties, thus encouraging the avoidance 
on the part of the purchasers of legitimate cus- 
toms duties, to the disadvantage of the country 
at large, as well as to the local merchants, and 
suggests that immediate steps be taken by local 
merchants, as well as by the Made-in-Canada 
Campaign of the Canadian. Shoe . Manufac- 
turers’ Association, to eliminate this evil. 
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stein, Montreal; Fred J. Argall, Three Rivers; E. 
Leonard, Quebec City. 

Executive Committee for Ontario—R. L. Le 
Seuer, Sarnia; Forbert, Linday; Foley, Bowmanville 
and Windsor. 

Executive Committee for Manitoba—John Affleck, 
\Vinnipeg; R. Creelman, Brandon; C. F. Rannard. 

Executive Committee for Saskatchewan and Al- 
Lerta—W. Marshall, Moose Jaw; J. Moreau, 
|.dmonton; W. M. Hood, Calgary. 

Executive Committee for British Columbia— 
James Gordon, Vancouver; H. C. Wilson, Van- 
couver; James Maynard, Victoria. 

Secretary, Howard Blachford, Toronto; treasurer, 
James Jupp. 

The speech that was of most interest, timely and 
pertinent, was that by E. A. Stephens of Oldtown, Ont. 

Mr. Stephens referred to the bad effect of cancel- 
lations. He said: 

“IT would advise every shoe merchant to buy 
at least sixty per cent of his requirements right now. 
If you have not done so, get busy immediately or you 
may not have shoes to sell when you need them. 

‘Do not fool yourself, there is not going to be any 
big crash in prices. But I think I can assure you 
that if there is a readjustment of prices, and you 


Straps and Buckles Lead in Paris Fashions. 
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have orders placed that: the manufacturer will meet 
you, by giving you the benefit of the lower prices. 

“So again, I say, place your orders; if you are going 
to stay in business you must have goods to sell. 


See the Shoes Submitted 


“I might say in passing that the traveling menno 
doubt are doing their best to sell you shoes. But 
be courteous to them; courtesy costs-nothing. The 
future uncertainty of style is going to be as big a factor 
in the present changing conditions, as that of prices. 
I would advise being very careful of extremes. Buy 
only those lines which you are sure will sell. Keep 
away from the freaks. 

*‘Remember there is no need for heavy buying; that 
is one thing which you must control. The time has 
passed for speculation. “Safety First’ is a good 
slogan, and mixed with a generous portion of common 
sense, will be the means of giving you confidence for 
the future. Courage and sane judgment are what is 
needed. 

“The one outstanding fact is that conservation and 
not overbuying, should be the rule from now on, or 
until the merchants know better than they do today, 
what the future holds for them. 

“Remember these points: 

“Do not buy too much. 

“Do not buy too many lines.” 


Snapshot by the “‘Recorder’s” Paris Representative 
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CAUGHT BY THE CAMERA AT THE CHICAGO STYLE SHOW 


Upper left—Display of the Thompson Bros. Shoe Company, with Dave Davis at the left and Joe Kalisky at the right. Mr. 
Davis, who represents the firm in Chicago and a few other large cities of the Middle West, is treasurer of the Chicago Shoe 


Travelers’ Association. 


Mr. Kalisky, representing the firm in Illinois, outside of Chicago, also in Wisconsin and Michigan, is 


president of the Chicago Shoe Travelers’ Association. Upper right—Display of Johansen Brothers of St. Louis. Lower left 
Display of the Krohn-Fechheimer Company of Cincinnati, of which Lou Brown is the Chicago representative. Lower right 
Display of Chas. K. Fox, Inc. of Haverhill, Mass. Center—Members of the Women’s Exposition Committee of the Chicago 


Shoe Travelers’ Association. 


Reception Committee and also acted as judges of the most attractive displays for the ‘‘Boot and Shoe Recorder.” 


This committee planned and carried out the many women’s entertainment features, acted as « 


From left tu 


right they are Mrs. Charles Heilbrun, Mrs. F. B. King: (chairman), Miss Clara Davis, Mrs. J. J. Terry, Mrs. John Jackson, Miss 


Helen Davis and Miss Miriam Kalisky. 


A School of Education in Correct Dress 


HE style shows which have been held in con- 
nection with shoe conventions heretofore have 
usually been conducted with but one thought 

in view—that of showing shoes. 

The makers of the shoes selected a good-looking 
model, dressed her attractively, and then, without 
changing the costume worn by the model, showed 
shoes for street wear, for sport wear, for afternoon 
occasions, or for evening dress, in rapid succession. 
Often, therefore, a real style has been killed by reason 


of the fact that the garments worn did not harmonize 
in color or purpose with the shoes. 


Harmony of Shoe and Dress 


The managers of the style show staged in connec- 
tion with the Illinois Retail Merchants’ Convention, 
sought a new name for their production and called it 
‘Education in Correct Dress.’”’ The central thought 
was to have the shoe harmonize in color and in type 
with the costume worn by the model. 
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Shoe Fitting in 1920 


*““Recorder’’ Lesson No. 13 








‘he better the fit the better the wear. Price 


nd profit then become a pleasurable ac- 












nowledgment of service. 








New faces at the fitting stool mean a keen interest in 
the first principles of shoe selling. Scarce a store in the 
country but numbers the addition of men whose knowl- 
edge of feet and footwear is limited to the “first hand”’ 
knacks of getting sales. If by a series of AUTHORITA- 
TIVE ARTICLES we can give more light on “‘the first 
duty of the retail shoe salesman—fitting human feet’’— 
then we will have started our 1920 educational program 
correctly. Study these types and apply the suggestions 
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to your fitting-stool experience. 

















The How and Why of Treating Troubled Feet as Solved by Experts 
Who Have Met with Every Form of Foot Trouble 


No. 13—The Broad Heel 


E are now up to the troublesome thick heel 

—a heel that breaks down the counters. 

causes oxfords to bulge at the sides and 
breaks out in the back seam; in fact, gives no end of 
trouble to the shoe fitter. Fitting some broad heels 
to respectable-looking shoes is almost as difficult as 
attempting to push a balloon through the eye of a 
needle. 

Observing shoe fitters well know that heels vary in 
width as well as soles; consequently it is of importance 
at the outset in fitting difficult feet to determine just 
the nature of the heel. 


The Different Kinds 


The heel may be broad, yet soft and flabby, ad- 
mitting of easy compression. Then there is the 
broad heel, fully rounded from base to top, but as 
hard as a league baseball. The latter will not admit 
of pressure, and must have the heel seat and counters 
su‘ficiently wide to permit the heel to rest comfort- 
ably in the shoe, thus preventing pressure on the 
sice of the counter. 

The observing shoe fitter will note that in different 









customers the shape of the heels is different. The 
heel of the professional man or society woman will, 
in the majority of cases, be thin, while policemen, 
teamsters and a great majority of working people 
will have the hard, broad heel. Soft, broad, flabby 
heels will be found among the over-fleshy man or 
woman whose walk in life has not called for a great 
amount of pedal exercise, consequently the tissues 
and tendons are undeveloped and remain soft. 


Fitting Suggestions 


For the thin-heel type, fit long and narrow, pref- 
erably to a combination last. If your woman’s shoe 
manufacturer is making your oxfords on pump lasts, 
it will make the fitting much easier for you. The 
hard, broad heel calls for the wide-heel effect usually 
found in common-sense lasts. Soften the counters 
on your flexing machine before letting your custom- 
ers go out. Unless you are careful when you soften 
the counter and take care not to bend the counter 
away from the rand, your customer will be back in a 
few days complaining that the heel is coming off. If 
there are any knobs on your customers’ heels make 
pockets for them, either by hand, with your ball 


rata semaines cantata wert Tie Brad Pe 










rst: 





ed ee Ves ee 






















BOOT AND SHOE RECORDER 


July 24, 1920 





Group Photograph Taken at Syracuse Convention of the New York Retail Shoe Dealers’ Association 


and socket stretcher, or on the machine. Suggest a 
flat, broad-heel shoe for these cases. 


How to. Judge the Heel 


You are on the floor. A customer enters—wants 
to be fitted. First, seat the customer, quietly remove 
the boot or oxford, and note from behind the condi- 
tion of the shoe taken off. If the heels are worn 
straight across the back, as in the regular correct 
heel and toe step, and the counters stand up straight, 
and the whole shoe shows an erect condition, you 
may depend, without further examination of the 
foot, that the heels are normal and that the boot or 
shoe fits the foot. Make your selection for this cus- 
tomer on as near the same lines of last as indicated 
by the shoe removed; there is such a similarity of 
lasts that you will experience no trouble in dupli- 
cating. 

Another Condition 


Now, again, you have removed the customer’s 
shoes, critically examined it and find that the heels 


are badly worn over on the outside, perchance on 
the inside; the counters are badly run down, the back 


seam is ripped (or has been, and shows repair), the. 


boot or oxford is twisted out of plumb; the whole 
shoe shows that the shoe and foot have not been 
working in harmony. 


Examine this heel and you may find that it is one 
of those thick, muscular heels that has not had room 
in the shoe and has forced the shoe out of shape to 
accommodate itself. If it’s an oxford and shows a 
dip in the back seam, the rip has been caused by 
crowding a large heel into a small space. When a 
shoe rips in the back seam the customer is likely to 
call you down for selling a poor shoe, and in some 
cases, but not so often, the retail merchant gets it 
into his “think tank’’ that the manufacturer is to 
blame, when, in fact, it is because of “bonehead’”’ 


fitting at the start. 
Arch Trouble 


If the customer’s heel is sore or tender, the cause 
may be from arch trouble. If it is, use care in fitting 
the supports, so that the pressure will be taken away 
from the base of the heel. Heel cushions often help 
when there is no flat-foot condition. 

Then we will come in contact with the stiff ‘“‘wood- 
en’”’ counter, all nicely pasted with “petrified” ce- 
ment, and it takes a sledge hammer to make any 
impression on it. When you get a very stiff counter, 
before putting it on the foot press it open with the 
“heel” of the hand at the center or top of the 
counter. 

This will enable the heel to slip in easier and at 
the same time give the wearer greater ease. 
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Boosting the Madison Convention 


Wisconsin Merchants Enthusiastic 
State to Turn Over New $10,000,000 Capitol Building to Delegates 


HEN State officials turn over the use of a 

WV brand new $10,000,000 Capitol building to 

the State association of retail shoe merchants 
for convention purposes, it certainly is worth the 
time and expense of the merchants within the State 
to attend that convention. 

That is just what is happening this year in Wiscon- 
sin. The annual convention of the Wisconsin Retail 
Shoe Merchants’ Association will hold its annual con- 
vention in the New State Capitol at Madison, August 
10-11-12. 

The rotunda wil} be divided up into about 85 dis- 
play booths which are being rented to manufacturers 
and wholesalers at very nominal prices. Nearly all 
the display spaces bave been sold. 

Joseph Hyland of Madison, chairman of the com- 
mittee in charge of displays, stil! has a few desirable 
spaces unsold but anticipates all will be taken by 
July 20. 


Traveling men have been actively boosting the con- 
vention. They find merchants more enthusiastic 
than ever before and are predicting an attendance of 
from 400 to 600 merchants. 

The following letter is typical of many received from 
shoe travelers covering the State: 

“Dear Mr. Chairman: Covering a complete trip 
over allotted territory and closely observing, the 
writer finds promise for a well-attended Wisconsin 
Shoe Retailers’ Convention to be held in the State 
Capitol Building at Madison, Wisconsin, August 10, 
11 and 12, 1920. Not only locally, but in general, 
merchants express their eager willingness to attend, 
and are looking forward with much pleasure to the 
coming event. Much interest is shown, and enthusi- 
asm is running high everywhere, assuring success. 
When approached and invited to attend, always the 
ready answer comes, ‘I'll be there.’ 

“Yours for success, F. C. Schleuter, salesman for 
the H. C. Roenitz Company, Oshkosh, Wisconsin.” 
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Correct Shoe Fitting 
By W. A. Catlin, Belvedere, Ill., Before the Illinois Shoe Retailers’ 


ITTING shoes today is much more of a science 
K than ever before. The time has passed when 
people come and say they want a 6E or D, 

and take them home without trying them on. 

When a party comes to buy footwear now nothing 
is said about size. We simply ask them to be seated 
and measure the foot. 

I do not suppose that one out of fifty knows the 
exact size he is wearing. Nine out of ten women if 
size is mentioned at all will tell you the size 
they wore before they were married or when 
the foot was much smaller than at 


Association 


Fit Children’s Carefully 

Great care should be taken in fitting children s 
shoes, as they are always anxious for new footwea , 
and will want to wear them home before you ha) = 
had time to try them on. 

Children’s shoes today are very expensive, am 
unless they are fitted long enough, their toes wi'! 
arrive at the end before they are worn out. Tie 
children’s department can be made to pay as well . s 
either the ladies’ or gents’. 

You keep the children coming and the childr« 1 
will keep the parents coming. Nev r 
before have people worn as good-loo! - 





present. 

We have used a great many dif- 
ferent kinds of measuring sticks and 
find that you must use your own 
judgment instead of fitting the cus- 
tomary two or three sizes longer 
than the foot measures. 


The Elastic Arch 


Many people have what is called 
an elastic arch, and the foot in many 
cases will elongate a half and in some 
cases three-quarters of aninch. It 
seems that toes will go to the end of 
any size you try on. That is why so 
many shoes are returned. When the 
weight of the body is on the feet it 
causes the foot to lengthen. 

It is very necessary that shoes be 








W. A. CATLIN 
Belvedere, III. 


ing and as good-fitting footwear :s 
today, and never before have the, 
insisted on correct fitting. 


Correct Fitting Important 


Correct fitting seems to be as big 
a drawing card as reduced prices. 
Did you ever think how carefully a 
man will select a pair of shoes for a 
valuable racehorse? He does not go 
into the first blacksmith shop he 
comes to to have that horse shod. 
No, he will want the best shoer in 
the town and will watch every move 
he makes while shoeing that horse. 
Still that same man willl go into the 
first shoe store he comes to and per- 
haps be fitted to a shoe that will 








fitted plenty long, as short shoes 
cause corns and bunions. 

At this time the trend of fashion is toward lower 
heels. A foot having been fitted to high heels for 
several years is not going to be comfortable in this 
style of shoe unless something is done to hold up the 
space over the arch. 


Arch Supports Help 


Arch supports are a great help, but many people 
object to wearing them, but will insist on a low heel. 
If the weight of the body is resting on the heel and 
ball every time the weight of the body is thrown on 
one foot, the foot will work back and forth, causing 
callouses to form under the metatarsal heads, which 
at times become very painful. The foot is more 
abused than any other part of the human anatomy. 
We crowd the feet into tight, ill-fitting shoes, stand 
in them on hard floors for hours at a time, and give them 
no more care than is required for.personal cleanliness. 





cripple him for life. 
We must make a special effort to im- 
press upon the public the importance of correct fitting. 


Humorous Incident 


In business we have many queer people to please. 
I want to relate right here one of my experiences. A 
lady came into my store and said she wanted a 6F. 
I asked her to be seated, and she started to take off 
her old shoe. She said she would attend to that 
part. Well, I handed her the 6E. She couldn't get 
iton. Next a 6144E—she couldn’t get that on. Next 
a 7E. About that time she said, “I guess you do not 
know much about the shoe business. She was a 
stranger to me, so I said “No, I am not very well 
acquainted with the shoe stock, but if you will be 
patient I am sure I can find something to fit you. 
I handed her a 714E, EE and as she squeezed her 
foot into it, she said, ‘““There, I knew that I knew my 
size if you could find it.” 
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SHOES 


are stylish-very stylish ; 








H. & M. Shoes are designed and made for American women who will 
dress with American good taste. 

The element of speculation in their selling is eliminated because only the 
best, most stylish and practical lines are embodied in them. Wearers 
are attracted by the smart, graceful modes and the “foot-rest”’ comfort 
advantages—a distinct H. & M. feature. 

And being of uniform high quality, in addition to style, the H. & M. 
line offers dependability and real value which appeals to women in all 
walks of life and assures its successful merchandising. 

With H. & M. Footwear there are no dull seasons—and stores have a 
justifiable pride in offering merchandise of such intrinsic merit to its 
customers. 


SlelmingSCKHenZz¢e 


Atlislic Nass Stakers 
| SHOE | 
Cincinnaltl 


" WELYS AND TURNS EXCLUSIVELY 


All Brown Calf Econo- 
my Lace Boot with 
wing tip, welt sole and 
1%{-inch Military heel. 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 


into a pint meas- 


ure. 


The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 
sense. 


The shoe is for 
the foot and not 
a store house for 


appliances. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and broken arches. Ask for shoes equipped 


with it. 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 


Johnson City, N. Y........ 124 Main 
Broad 
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SPECIAL PRICES 


B628—Cherry Calf Oxford. Carlton Last. 
Code—Comely. Widths, AA to D....$6.50 B629—Cherry Calf Oxford. Pointer Last. 
Code—Consul. Widths, AA to D.....$6.50 


B647—Cherry Calf Brogue Oxford Tre- 
B633—Brown Cordovan Oxford. Tremont mont Last. Code—Classic. Widths, AA 
Last. Code—Craft. Widths, AA to D.$8.00 $7.00 


IN STOCK BRANDED AND UNBRANDED 


These and two other oxford styles ready to ship and all at SPECIAL PRICES 
on 12, 18 and 24 pair orders. Take advantage of these prices today 








CHARLES A. EATON COMPANY 


** The Sterling Shoemakers of New England ”’ 


BOSTON — 183 Essex Street DETROIT — 461 Book Building 
NEW YORK — 127 Duane Street BROCKTON, M ASS. ATLANTA — 238 Peachtree awinte 
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WX JHEN an improvement is created by anybody, 
the best possible proof that it is an improve- 
ment is to have its name become a household word. 


VICI KID shares that position with many another 
copyrighted trade name. 


The fact remains, however, that only one firm makes 


or ever has made VICI KID ---That firm is 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia S debe vs ees Pennsylvania 
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8762 


FULL GRAIN 
MAHOGANY 
SIDE BAL OX- 
FORD. 10 IRON 
SOLE GRAIN 
INNER. 

B 514-11 

C 5 -1l 

D 5 -1l 

E 5-11 

$6.85 











FINE RUSSIA 
MAHOGANY 
CALF BAL OX- 
FORD. 10 IRON 
SOLE GRAIN 
INNER. 

6-1014 

514-11 

5 -ll 

5 -l1 


$8.40 














IN STOCK UNBRANDED 


K es C Grand Rapids 
e Ade ©. Michigan 
| SINCE 1864 MAKERS OF GOOD SHOES FOR MEN 
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WHITE SHOES. 
CXCEOT WH TE KO 
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GRIFFIN MFG.CO 
©7-00 “unRay 87, 
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GRIFFIN WHITE KIDINE 


For all white kid shoes. A pestont white 
cleaner that gives a kid glove finish GRIFFIN PEUERWHITE CLEANER 

















Contains i 
cleaner, bot a whitewash. A thorough freer megane cream is to the skin. 


Small (15c) Size, $14.25 Gross, $1.25 Doz. aan ote 
Large (25c) Size, $21.60 Gross, $1.90 Doz. 3 1-2 oz. F Top Carton— 
$14.25 Gross, $1.25 Doz. 


5-oz. Sise Neck Bor 
$21.60 Gross, $1.90 Doz. 


YOUR WHITE BUSINESS 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET 




















GRIFFIN LOTION CREAM 


In white, black, light tan, Havana brown, 
dark brown, light oray end deck ary. 
Cleans, softens and polishes all kid leather. 
ious acids. It is to the 





3 oz. Size, $21.00 per Gross, $1.80 per Doz. 


NEEDS THESE 





NEW YORK, U.S.A. 


——— 














—— 
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Can you claim a large per- 
centage of particular people 
among your customers? 





Hostery 


Reg UA Per oreS 


“Onyx” 


is fashioned to meet the needs of 
exacting people who demand of 
their hosiery that 1t combine 
faultless style with flawless service. 


Emery 6 Beers Company, nc. 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 


NEW YORK 
Boston Office: Chicago Office: Philadelphia Office: 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 


and Monroe Sts. 


San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N.Y. 


17 
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Whether it was 


ais. ROCHESTER, CHICAGO, 
seat PHILADELPHIA or BOSTON 


if = ‘ =, ( 


—at any Style Show that featured footwear you certainly must have admired 
BROWN’S DEPENDABLE CALFSKINS. The beautiful shades—the splendid 
texture and finish. As displayed in the leading lines of men’s, women’s and children’s 
shoes, BROWN’S CALFSKINS won the praise and plaudits of thousands of shoe 


men everywhere. 
KOKO 3 OTTER 12 RICH TAN Il BLACK OOZE BROWN OOZE 
For the Export Trade, No. 15, Plain or Boarded 
Samples Will Be Sent Upon Request 


C. D. BROWN & CO., Inc. 


EXECUTIVE OFFICE AND vapteeer 


—S 





— 


— ct 


“STATE 0 M MAINE” 


SHEEPSKINS 
Natural Color Maximum Strength Gf S ba | cr x 


Thoroughly tanned in pure hemlock bark. ATLANTIC AVE and ESSEX ST. 
400 Rooms-500 Baths 48? Aday and up 


i d grades f i : 
| a in standard grades for weight and LUTELY FIR 














The Essex has an interior so inviting 


5 CSSEe, Osh Orit & Goell that one cannot fail to experience the 


restful feeling which is fostered by 
surroundings of marked architec- 


Sheepskin Tanners tural beauty. The decorations, 
while elaborate, are not bizarre, 


51 South Street neither do they express a lavish ex- 
penditure of money to gain dis- 
tinction. 
THE HOTEL ESSEX CO. 
BOSTON 


McCARTHY BROS. 
PROPRIETORS 
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After Sixteen Mon 
5 of HAR 








Take any shoe from your shelves and give it sixteen months of severe service 

What will be the condition of its innersole? 

Will it be hard and brittle? Will it be rough and sharp? Will it have torn 
away in places from the uppers? Will it have permitted the shoe to become 
misshapen? 

These things will probably be true—unless the shoe had an innersole that 
had specially been made to withstand hard wear—Korxole. Then the result 
would have been similar to the above reproduction of a Korxole innersoled shoe 
after sixteen months’ continual service. It is plainly seen that the cork inner- 
sole is as sound, smooth and comfortable as the day it left the factory, yet it 
has withstood many resolings and it has kept the shoe in shape to the last day’s 
wear. 

Do you want your footwear to render this kind of service? We will gladly 
send you a plan of how to obtain shoes with cork innersoles. Write us today. 


Armstrong Cork Company 
133 Liberty Street :: Lancaster, Pa. 
Branches in the Principal Cities 
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“©The Flexible Cork Innersole That’s Built Into the Shoe’’ 
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POM eee eT OLIIIMeONIIeL Te riity 


A large portion of your trade will expect COLORED 
THE UTMOST VALUE | 
IN 


LOW PRICED SHOES | spe LEATHERS 


Color 18 Color 14 


That’s where our SNUFT Medium Brown Dark Brown 


Reg. U. S. A. 


SIDE LEATHER comes in 


It has THE APPEARANCE OF CALF 
It gives LONGER WEAR 


It is MODERATELY PRICED Shoes made 
of it,and 


C. D. Kepner Leather Company °°" *¢ 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, II. 
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YOU MAKE SHOES AND SANDALS, 
WE MAKE THE BUCKLES 





. eA \ LY) : 


No. 1416 No. 238 le 
Malleable Iron-Cast Sheet Steel Steel Wire 
FURNISHED IN ALL STANDARD FINISHES 
Best thought in design and high skill in manufacture are expressed 
in ‘‘Anchor Brand’’ Sandal Buckles. 


Romping boys and girls need sandals of rugged material and make. 
Many shoe manufacturers add to the life of their products by using 
‘‘Anchor Brand’’ buckles, certain to outlast even the strongest sandals. 


Prompt Shipments Our Slogan 
BRANCH SALES OFFICES NORTH & JUDD 


NEW YORK, 127 DUANE ST. BANEFASTUNNS CO. 
CHICAGO, 326 W. MADISON ST. NEW BRITAIN 


ST. LOUIS, 608 VICTORIA BLDG. 
SAN FRANCISCO, POSTAL TEL. BLDG. CONNECTICUT 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


SAS REPCO 

; x 
: Heel and Edge 
| 5 E. ENAMEL 

\ adds a much-needed ‘‘finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 


pagne. Early stocking-up is 
advised. 


OE EEELTERES EES 


Sere Raer 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


Auburn, Me i {ou Cay MoT. sss iees 124 Main 
Brockton, Mass non, M g, N. 39 Warren 

Cincinnati 708 Broadway arlboro, Mass. ......... 11 Florence 221 North 13th 
hicago.............18 South Market Milwaukee 258 Fourth Y 130 Mill 
Haverhill, Mass 145 Essex 216 Chartres s 1423 Olive 














8 BOOT AND SHOE RECORDER ‘July 24, 1920 
re rece eT TTT Tie 


A Trade Building Influence 











The Union Stamp 


Wherever this Union Stamp is used workers are 
sure of satisfactory working conditions. 


exerts its influence on all other union men and 





women. 


The Union Stamp shoe has a selling value that 
is all its own. 


Trade Union publications everywhere are preach- 
ing the doctrine of “Union Workers wear Union 
Shoes.” 


Insist on the shoes with this stamp and get the 
full benefit of this free publicity. 


FONUOQOUUUUOUAEUOOOGGGQQOGUOOOOGOONGQGOOOOOUOOOOOAEOOOGOQOGOUOOOOOGOGOOOOOGOOOOOAGOGGOOOOOOOUIHI 


Boot & Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 SUMMER STREET - -- BOSTON, MASS. 
COLLIS LOVELY, Gen’ President CHAS. L. BAINE, Gen’! Sec’y-Treas. 




















=) 
= Wherever shoes bearing this stamp are sold it 
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it 
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Stock No. 810—Panama Last, Ha- Stock No. 520—Winchester Last, 

vana Brown ‘Hed Si Blucher, Single Cherry Calf are Throat Bal, Heavy 

o. Regular Hi Sizes and Widths: Single Sole, Broad Heel. Sizes and 
A to D, 5% tol Widths: A to D, 5 to 11. 


HIGH CUTS READY 
UNBRANDED — PLAIN CARTONS 


<p No. sty hy Po ay ary Sesch No. oe Be + y Lest, Block 
Calf arsit ni iS, ucher, Sin, e 
Broad Heel, Sizes ay, Sil A to i ee ne fees and’ Widther 
D, 5 to ll. 33 toll. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 


FE HN te ttt Menkortntet Matahetatate eka Meamane MokeR NR RM ROM MRK Me SE SE ME SE ESE OE OREN ES OS SOOO SC KU LES 
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Leather Trimmed Keds Stand 
the Hardest Wear 


All over the country, boys have 
found that leather trimmed KEDS 
are just the shoes they want. They 
suit the summer job—the vacation 
trip—outdoor sports and any knock- 
about wear. Cool, light and comfort- 
able. These KEDS have the sturdi- 
est fabric, resilient rubber soles, and 
leather reinforcements where the 
strain is most severe. 


Dealers find in this, as in all types 
of KEDS—ideal shoes to build up 
trade satisfaction. KEDS are Amer- 
ica’s most popular fabric footwear. 
There is a nation-wide appeal for the 
KEDS line, which includes a shoe 
for every person— a style for every 
purpose. A full stock of KEDS will 
guarantee every dealer a large amount 
of plus business. 


United States Rubber Company 
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CANVAS SHOES TO FORE 


Price Lists Will Be Issued Early 
This Season 


Canvas shoes are the popular sellers 
vf the season——they come in all the lead- 
ing styles of heel and vamp, in oxfords, 
pumps and boots. They are the best 
bet of not only the rubber manufac- 
turer, but the retail shoe merchant. 
And just about this time, prices for next 
season are under consideration. One 
of the great chief reasons for the popu- 
larity of the canvas shoe is the price. 
In comparison with the leather shoe, it 
has easily been the most economical, 
and is likely to remain so, although no 
reductions are anticipated in the new 
price lists, which will be ready earlier 
this season than in former years— 
perhaps as early as August 1. 


At the Exposition 


The rubber companies were well 
represented at the National Shoe and 
Leather Exposition and Style Show the 
past week. The United States Rubber 
Company at Booth 230, showed their 
Uskide soles and top lifts and Spring 
Step Heels. The booth was in charge of 
H. A. Derry, assisted by E. F. Green. 
Guy M. Mitchell, Raymond B. Tomp- 
kins, Walter R. Murray, Charles H. 
Shannon and Miss Mary McNamara. 
Betty Marquis was the model and wore 
shoes of leading shoe manufacturers 
on the style runway with the Uskide 
and Spring Step products. The Spring 
Step Heel was demonstrated as a 
late and up-to-the-minute heel, embody- 
ing special features, among which are 
the eight nailholes and the recede 
breast. It was also demonstrated that 
the Uskide material is well adapted for 
toplift use on women’s shoes, possessing 
great wearing qualities, and maintain- 
ing its shape. 


Hood Rubber Co. Booth 


At the booth of the Hood Rubber 
Company, Mr. Shepard was in charge. 
This booth was numbered 3 and was 
conspicuous for its lighting—the pre- 
dominating color was boulevard blue. 


— no Wet 
. th a _ 


A huge rubber, size 30, occupied the 
top of one case; a man’s walking shoe 
of brown canvas, size 24, occupied the 
top of the other case. A revolving case 
showed a group of favorite models. 
Some of the brand new Hood products 
shown at the booth were a military 


: See) rf 


Rubber lat 
The Market Situation - Prices and 
Style Information - Trade Notes 
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The Converse “‘Big Nine” Shoe—with 
heavy gum toe cap, leather ankle patch, 
real horsehide trimmings, double stitch- 
ing and leather laces—back seam, rein- 
forced toe and foxings, strong duck 
uppers, cut into two pieces like leather 
shoe, cork insoles, footform last. Half 
an inch of ‘‘tempered”’ rubber in heel, 
almost as much in sole, plenty of toe 
room—made for hard, every-day use, 
athletic sports and camping, included. 
Presented by Converse Rubber Shoe 
Company, Malden, Mass. 








heel house shoe, a moulded sole, basket 
ball shoe, a little one-strap shoe, a 


. cross-strap shoe in brown; a Flexipac 


shoe in white, designed especially for 
coal miners, replacing the old style; 
and “The Society Gaiter’—with five 
eyelets, ribbon laced—made of very 
light weight, fine grade Jersey cloth, 
in black high heel. ‘“‘The Red Man’’ and 
woman appeared on the runway and 
walked around the hall during the re- 
mainder of the Exposition. These 
models were replicas of the advertising 
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sign board, used in promoting the 
Hood footwear as well as tires. 
Another new feature shown at the 
booth was a black rubber boot, made 
according to a new process—pressure 
cure, with fabric lining—made to with- 
stand the action of acids and oils. 


Other Attractions 


The Goodyear Tire and Rubber 
Company showed their Neolin soles 
and Wingfoot heels from Booth No. 514, 
while the Foster Rubber Company and 
the Wids Company displayed their 
products from Booths 508 and 514. 
William P. Noll, the secretary of the 
Boston Shoe Travelers’ Association, 
was in charge of the Foster Rubber 
Company’s booth at the exposition. 
He reports that ‘‘Catspaw heels are 
catspawing just the same” and that 
sales on their heels are way ahead of a 
year ago. Mr. Noll wound up the big 
doings of the week with the trip to 
Beverly, where he recorded the events 
of the travelers and their guests, among 
whom were many prominent in the rub- 
ber shoe trade. tip 


In Retail Stores 


A prominent retail shoe merchant 
has a word to say about boys’ canvas 
shoes. These are the kind that are 
made for out-door wear, with rubber 
soles and heels. This merchant finds 
that sales, of outing shoes at this season 
of the year are far exceeding those on 
the leather-soled shoes for boys—he 
attributes the reason for this to the 
fact that they are more economical and 
more comfortable. And, moreover, the 
boys like them. 


At T. E. Moseley’s 


At T. E. Moseley Company’s, Bos- 
ton, a very complete rubber department 
is maintained. H. M. Langill is man- 
ager. At the present time, a great many 
sneakers, oxfords, bals, with and with- 
out heel, and pumps, are sold. These 
come in black, white and tan. A big 
season has been enjoyed on white 

(Continued on page 117) 
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ROVILLA KID) 


IS STYLISH 


7a SERVICEABLE 
A), and 


» ECONOMICAL 


™ 


NOVILLA KID is made 
from veal kips and 
heiffer hides in all 
- popular shades - 


+ 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN, N.J. 


**It does not scuff’’ 
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A Gradual Improvement 


Tanners Believe that We Will Work Back to Normal Basis of Activity but Not 
with a Rush---Little Change of Prices---More Business in Raw Stock Noted 


There was some trading reported 


during the past week in the Boston . 


market, but not much was said about 
prices paid. Quite a number of the shoe 
factories which closed down just prior 
to the Fourth of July started cutting on 
July 12. These manufacturers were 
obliged to go into the market to pur- 
chase supplies immediately, which gave 
some impetus to the quiet state of the 
past few months. 

Most of the sales in Eastern markets 
have been confined to lots of 100 or 200 
dozens, and large sales had not been at 
all general. With the present amount of 
orders which shoe manufacturers have 
on hand, the buying of leather could 
only be of a rather moderate character. 
A year ago this month, everyone was in 
a feverish state in the matter of placing 
orders, satisfied even with the promise 
of delivery at the farthest dates. 


Compared with Last Year 


Colored calf in men’s weights was 
bringing a year ago from $1.35 to $1.50, 
with the best grades of black kid up as 
high as $1.25 per foot, and colors $1.40 
to $1.60. Patent sides had passed the 
dollar mark, and colored chrome sides 
had reached $1.00 per foot for the first 
time with most of the best lines from 
85c to $1.00. Sole leather had also re- 
sponded to the upward trend, and was 
quoted at from 5 to 6 cents off its aver- 
age level for union and oak. Hides 
had also passed the 50-cent per pound 
mark. While the opposite of this situa- 
tion obtains today, leather is still very 
high over what it was a year ago, but 


not easy to move today at 18c to 20c 
per pound. 

One opinion is as good as another as 
to how long this will last, but the indi- 
cations today are not favorable to any- 
thing like a resumption of a year ago’s 
trading for some time to come. The 
prices at which hides and skins are now 
quoted do not represent what could be 
expected in the event of very active 
trading. 


Purchases of Hides and Skins 

The most striking comparison with a 
year ago, is the price of Chicago City 
calfskins, which are quoted at 25c to 
374c per pound as against 80c to 90c 
in July, 1919. Some active trading in 
calfskins was reported to have taken 
place last week at 35c per pound. Some 
packers are asking 40c with quotations 
for the best skins, 35c to 40c per pound. 

(Continued on page 117) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Sole Leather 


Hemlock sole, heavy No. 1 
Hemlock sole, seconds, mid 

Oak sole, No. 1 bends........... 
Oak sole, No. 1 backs, all weights 
Union steers, flat 

Union Cows, flat 

Offal, hemlock heads 

Offal, hemlock bellies................ 
Offal, hemlock shoulders 


Ce I I 65.06.50 ap waleculpwaaes 


Oak offal, heads 


Chrome, S. A. dry hide, 7 4 to 10 iron sides 


Chrome, green hide, 6 to 8 iron sides...... 


eee ee eee 


1919 1920 


Cents per pound 
56@ 57 
54@ 55 
96@1.00 
82@ 84 
84@ 
80@ 
10@ 
12@ 
30@ 
1@ 
18@ 


Cents per foot 


43@ 50 
—@ 50 


1914 


52@ 
50@ 
1.05@ 
85@ 
80@ 
80@ 
14@ 
20@ 
40@ 
19@ 
25@ 


— @30 
24@26 
47@50 
45 @46 
—@" 


60@ 
—@ 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


1919 
Cents per pound 


1914 


—@52 
51@52 
42@45 
80@90 
45 @46 


Heavy native steers 1934 @20 

Heavy native cows.................... —= @I19 

16 @16% 
@22% 
@— 


the buyer who cheerfully picked up 
colored calf a year ago at $1.35 to $1.50, 
is having similar grades offered him 
today at 85c to 95c a foot. Hides that 
sold readily at 48c to 50c a pound are 


Chicago City calfskins 
B. A. dry hides 
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B. 156—Brighton Last, 
Pat. Colt, Plain Toe Oxford. 


Price $7.75, less discount 
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B. 134—Bay State Last, Black i 
B. 232—Marbridge Last, No. 26 
Lee sade Bluchers, H. Single Sole, Russia Calf Bal, Heavy Single Sole 
—.. ion ; P “Wingfoot” Heel. 
» less discount Price $8.75, less discount 





SHOES FOR YOUNG MEN 


—AND— 
MEN WHO KEEP YOUNG 











Visitors in Boston during July are invited to inspect our line of men’s 
shoes .at our Boston office and at our factory. 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
83 Essex Street Lumber Exchange Bldg. Marbridge Building 
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CLEARANCE SALES 


Two Spectacular Instances Cited— 


Prices $4.98 and $5.65 


Some of the most extensive bargain 
sales in the history of the boot and shoe 
trade of Milwaukee are being conducted 
this week by a number of downtown 
stores. They represent what is con- 
strued to be one great and final effort 
to dispose of low cuts especially, al- 
though in the lots offered appear some 
high shoes. The papers at the close 
of last week bore large display ad- 
vertisements telling of the sales, which 
generally started on Saturday, July 17, 
and will be carried on for about ten days. 
- One of the most startling advertise- 
ments, so far as public notice goes, was 
that published Friday evening, July 16, 
by the G. R. Kinney Co., which con- 
ducts its Milwaukee store at 211 Grand 
Avenue. At the top, in bold type, was 
the legend, ‘$3,000,000 Shoe Sale.” 
The text told of the beginning of a 
mammoth sale at 8 p.m., on that day, 
by the 71 stores comprising the Kinney 
chain. “Prices will be cut to less than 
today’s wholesale costs,” the advertise- 
ment announced. A full page was 
devoted to illustrations and prices, the 
highest of which was $4.98. 


.A sale of more than ordinary interest 
was that announced at the same time 
by, the S. J. Brouwer Shoe Co., 322 
Grand Avenue, which for ten days 
will offer 1,042 pairs of oxfords, up to 
$10 values, at a uniform sale price of 
$5.65. “Buy ’em now and buy enough, 
for this year and next year,” the Brou- 
wer advertisement said. ‘‘You will pay 
more later.” 

These spectacular clearing sales are 
being imitated on a lesser scale by some 
other stores. In fact, there is not a 
retail shoe merchant in this city who is 
not advertising reduced values as a 
continuation of the wave of cut-price 
selling that is general throughout the 
country. The extraordinary nature of 
the present sales is believed to be a 
teflection of the action of some manu- 


News 


ments m 


Milwaukee 


facturers in the East who have been 
throwing large lots of goods on the 
market for direct-to-consumer selling. 
Manufacturers in this market have 
refrained from this process. 


AT THE FACTORIES 


Manufacturers Optimistic—Mer- 
chants Not Anticipating 
Lower Prices 

Local boot and shoe factories which 
gave their workers a vacation of a week 
to ten days during the first part of July 
have resumed manufacturing on a 
scale at least as large as prior to the 
recess. In that period the traveling men 
were sent forth on the important errand 
of giving merchants a last opportunity 
to fill their Fall requirements. Although 
early reports from the field do not 
indicate any marked desire among 
merchants to place new orders or rein- 
state cancelled orders in the original 
quantity, nevertheless improvement in 
the situation is discerned. 

“‘We feel that merchants are awaken- 
ing to the fact that despite all of the 


reductions in low shoes, prospects are 


that merchandise for Fall will not 
be cheaper,” said a prominent Mil- 
waukee manufacturer. ‘‘The actual 
reduction in the cost of leather for 
certain grades might be estimated at 10 
per cent, but it is certain that if the 
makers go back into the market and 
buy leather, as they undoubtedly will 
have to, the price will soon go back to 
the old levels. I know of a large deal 
in kid at 50 cents a foot recently instead 
of $1. However, this is no indication 
of the market. There has been leather 
ordered in some cases which the manu- 
facturers did not want to accept and 
which therefore was sold at what it 
would bring at the moment.” 


OPINIONS ON SITUATION 


Demand to Resume in August— 
Freight Rates and Costs 

Another leading maker said: “The 

demand for shoes will pick up again in 


in Shoe Markets 
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August. Merchants have small supplies 
on hand and it will be necessary for 
them to stock up. Since there is yet no 
material reduction in the cost of manu- 
facture, the price of shoes is not coming 
down for some time. The scattering 
reduction in shoes, forced sales, cleaning 
out of old accumulations and other im- 
mediate reasons for bargain selling will 
have nothing to do with the general 
trend of the market. The advance in 
freight rates will also help to keep 
up shoe costs.” 

One observer of the Eastern market, 
who visited Milwaukee during the week, 
said that shoes are $2 to $4 a pair cheap- 
er in the East than in the West, due 
to Eastern retailing by the makers. 


OPINIONS OF MERCHANTS 


Question of Deliveries the Big 
Issue at Present 


Some of the local merchants cling to 
the belief that they will be able to stock 
up at lower prices than for last Spring, 
although the most of the arguments 
seem to be against this line of reasoning. 
Others feel that if prices are not lower, 
they will have no particular loss to bear 
if they buy later. It is generally 
recognized that whatever prices may be, 
the question of getting the goods when 
they are needed most is the main 
problem. Admitting this, there is no 
sign of a scramble to get under cover, 
for merchants as a rule feel that they 
are without a good guide to future 
demand. While future demand always 
is a subject of speculation, there is 
probably less information at hand con- 
cerning this point than usual in past 
years. 


Featured in Article 


The F. Mayer Boot & Shoe Co., a 
pioneer Milwaukee manufacturer, was 
the subject of a descriptive article 
covering a full page in the Sunday issue 
of the Milwaukee Journal. It was one 
of a series of special articles entitled, 
“Little Journeys to the Homes of Wis- 
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Where to Buy 


Women’s Shoes 











The Line f 100 Styles 
of Comfort Shoes 
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Women's Fiexibie Weilts 
and MeKays, and Warm 
Lined — Men's 





TIMSON BROS., Inc. 
Boston, Mass. 
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? PHILLIPS-CRAM °. 
Makers of 
Women’s Turn | 
Slippers 
276 River St., Haverhill, Mass. 
Boston Office 
207 Essex Street 











= E. A. &M. C. Witherell Co. 
= Manufacturers 
Women’s Turn 
Boots and Slippers 
Factor 
Haverhill, Mass. 
Boston Office 
147 Lincoln St. 











BARNETT SHOE CO., Boston 
Immediate Delivery 

A White Cab. Hand 

Be vored  Loule So aan . 


B Cc, D. 


$3.60 
“CLEO”’? TIES 


BLACK AND BROWN OOZE IN HIGH- 


viDTHS hice ac =685.90 


tO Days 
Straight Runs Only 


BARNETT SHOE CO. 


110-112 Summer St. Boston, Mass. 


LATEST CREATION IN A BOUDOIR 
Top bound with gall lined throughout with 
white or colored linings, leather heel, proper 
height at back of slipper to prevent slipping; close 
, k a top to prevent falling off the foot. 

cr 4 and amp < on sight. Outwears two 
ry best of workman- 


and Blues, $2.00. 


THE ORIENTAL BOUDOIR CO. 
61 Essex Street Haverhill, Mass. 























wi THAT ARE WINNERS 
SAY WHITE SHOE NOVELTIES 


TD TURNS“ XS 
HAP MAN SHOE COMPANY) 





COLLINS & STAPLES 
Meakers of 
HAND TURNED LOW CUTS 


Alpha Strap. Made 
in Polar Cloth and 
All Leathers. 


Factory, 118 Phoenix Re 
Haverhill, Mase. 







‘ 


Boston Office 
110 Lincoln St. 
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consin Industries.’’ Special stress was 
laid upon the diversified nature of 
the Mayer product, which makes its 
factory four distinct factories in one, 
producing, namely, Goodyear welts and 
turns for ladies; McKays for ladies, 
misses and children; Goodyears for men, 
boys and youths, and McKay sewed 
and welt shoes for men, boys and 
youths. 


New Incorporations 


The Fond du Lac Shoe Manufactur- 
ing Company has been incorporated at 
Fond du Lac, Wis., to succeed to the 
partnership business of manufacturing 
one style of men’s and boys’ work shoes, 
which has been carried on for 18 years 
in that city. The initial capitalization 
is $25,000, which will be increased as 
demands require. The stock is held by 
the founders and some of the older 
employes. The factory is situated at 
17-19 West Division Street, and the 
present output of 50 pairs a day is 
being increased tp 300 pairs a day as 
rapidly as equipment and labor is 
available. 

The incorporators are Michael Jaber, 
A. George and F. A. Meriage. 
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Capital Increased 


The capital stock of the S. J. Brouwer 
Shoe Company, located at 322-324 
Grand Avenue, in Milwaukee, has 
recently been increased from $200,000 
to $500,000. The issue consists of 50, 
000 shares of a par value of $10 each. 
There is no special significance to th« 
increase, except that it is made advisable 
by the rapid growth of the business. 
The Brouwer company is the first half 
million dollar retail shoe concern in 
Milwaukee. Stephen J. Brouwer, 
president and general manager, started 
in business here not much more than 
ten years ago with a satchel full of 
samples. 


New Shoe Store 

Phil Bleicher and Robert Thomey, 
who have been connected with large 
stores in Kenosha, Wis., for several 
years, are engaging in the retail shoe 
business at 517 Howland Avenue, near 
Elizabeth Street. The formal opening 
was held July 15. 

The business will be conducted as 
The Smart Shoe Shop and will feature 
the higher quality of boots and shoes 
for men and women. 


Chicago 


BUSINESS IS GOOD 


Many Orders Placed at National 
Shoe Exposition 


The major efforts of Chicago shoe 
wholesalers and manufacturers have 
been concentrated during the past week 
on the Chicago National Shoe Exposition 
at the Palmer House. Each concern 
had several salesmen and in many 
instances the heads of the institutions 
at the show during the entire week. 


These institutions were interested 
not only in selling shoes, but in feeling 
out the attitude of visiting merchants 
toward the forthcoming Fall and 
Winter season. In many instances, 
merchants brought with them dupli- 
cates of orders placed with shoe 
travelers, many of which had been 
canceled in part or wholly. After going 
over the lines, many of these orders 
were revamped and again turned over 
to the manufacturers and wholesalers. 
The latter part of the Spring season has 
proved better than was anticipated, 
and as a consequence merchants again 
see their need of replenishing their 
stock. 

Aside from orders placed at the 
Exposition, business in fair volume was 
transacted at the local houses of whole- 
salers and manufacturers. 


SPECIAL SALES 


White Fabric and Leather Shoes 
Sell Well 


The majority of exclusive retail shoe 
stores and shoe departments of the big 
department stores are conducting spe- 
cial sales. 

The price cuts in many instances are 
very deep, often far below replacement 
values, while in other instances only 
moderate cuts are made. 

The plan of a flat reduction of 20 or 
25 per cent all over the house has not 
met with favor with Chicago mer- 
chants, the belief being that it is 
better business policy to cut deeper on 
undesirable merchandise, odds and 
ends, and season end accumulations and 
hold back clean, seasonable merchandise 
for a reasonably good price. 

White shoes are still selling extremely 
well in both fabric and leather, in 
practically all grades and in all stores. 
The wholesale market is very badly 
depleted on white footwear. Whole- 
salers are receiving small shipments 
which are being absorbed as fast as 
they come in. 


Factory Sale Coming 


Chicago is soon to experience a fac- 
tory shoe sale following somewhat ‘he 
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lines that have prevailed in Boston and 
New York. A _ portion of the big 
Auditorium has been leased and a fac- 
tory sale will be conducted at that 
place. Just what factories are behind 
the enterprise has not yet been re- 
vealed. No Chicago factories, it is 
believed, are involved in the transac- 
tion. The sale will be in charge of 
fen Epstein, former manager of the 
sioe department of Rothschild & Com- 
pany. The opening date has as yet 
vot been announced. 


New Buyer at Rothschild’s 


J. Ackenburg, for several years 
assistant buyer in the shoe department 
of Rothschild & Company, has assumed 
the position as manager of the depart- 
ment since the resignation of Ben 
Epstein, who formerly held the position 
of manager. Mr. Ackenburg is a 
tllorough shoe man, well acquainted in 
the shoe markets of the country, and 
will undoubtedly prove successful in 
his new position. 


New Shoe Store 


The Endicott-Johnson Company has 
leased a room for ten years on Dear- 
born Street near Monroe, where they 
will soon open up an exclusive shoe 
store. This is the first Endicott- 
Johnson store to be opened in Chicago. 


Australian Tanner Here 


R. C. Forsyth, managing director, 
Forsyth, Pizzey & Gates, Ltd., of 
Sydney, Australia, visited Chicago 
recently. 
represents, besides being extensive tan- 
ners of upper and sole leather, are large 
distributors of shoe and tanning ma- 
chinery and dealers in leathers and 
findings for shoe factories. 


The firm which Mr. Forsyth | 
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While in Chicago Mr. Forsyth se- 
cured the agency for several lines of 
machinery and several lines of leather. 
The tanning industry of the country, 
and especially of Chicago and vicinity, 
was a great surprise to the distinguished 
visitor, who had not formed a very 
clear conception of the immensity of 
the industry in this country. 

Mr. Forsyth expressed himself as 
being well pleased with the cordial 
treatment extended to him by men in 
the industry in this country. He asked 
the “Recorder” to extend his appre- 
ciation to those who had so pleasantly 
given him the information which he 
sought on his trip. 


Exposition Visitor 


Among the visitors at the Chicago 
Shoe Exposition was Arthur Johnson 
of Johnson Shoe Company, who some 
months ago purchased the Bebee Shoe 
Store at Ionia, Michigan. The new 
firm closed out the entire stock of the 
Bebee concern and are now restocking 
with absolutely new merchandise. 


A CORRECTION 


In Remarks of R. P. Smith as to 
Price Changes 


One little word frequently changes 
the meaning of a whole sentence. Such 
happened in the Chicago news letter in 
the July 10 issue of the “Recorder.” 
In quoting R. P. Smith relative to price 
changes, by leaving out the word “not” 
we quoted Mr. Smith as saying, “We 
have always maintained a_ sufficient 
supply of fairly priced material on 
hand, so we were forced to purchase at 
top prices.”” The sentence should have 
read, “So we were not forced to pur- 
chase at top prices.” 


Cincinnati 


SPIRIT OF CONFIDENCE 


Merchants Considering Possibilities 
of Good Future Business 


A manifestation of more confidence 
on the part of the local manufacturers is 
noticed this week as a result of a feel- 
ing that the next two or three weeks will 
show considerable change in conditions 
affecting the shoe trade. Retail mer- 
chants have been liquidating their 
stocks as quickly as possible, and many 
have been very successful, for it is evi- 
dent by the number of visitors in this 
market and other markets that more 
serious consideration, than has hereto- 
fore been the case, is being given to the 
question of deliveries for Fall. Heads 
of the local factories state, with the 


fairly-well-diminished stocks brought 
about by one of the biggest price-cut- 
ting clearance seasons in history, that 
the merchant is now turning more of 
his attention to the possibilities for a 
good season this coming Fall and Win- 
ter. ‘Transportation conditions and 
the time lost by inactive factories are 
two points which they are beginning to 
consider seriously when thinking of 
their needs for the approaching season,” 
so states one local manufacturer. 


BUSINESS INCREASES 


At John Shillito Company’s Shoe 
Department 

The business of the John Shillito 

Company shoe department has greatly 
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ALGIER SHOE MFG. CO. 
ier Phoe 


PANS TISF/ NEWYORK 
Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








PLENTY IN STOCK 
For the Growing Girl 


Imitation Turn 
Quality — Style — Fit 











“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 


BOOTS, OXFORDS 
AND SANDALS 


Cushion Sock Lining 
Widths, D, E, EE 
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increased since the first of July, eccord- 
ing to J. W. Latham, new manager of 
the department, he having taken charge 
at that time. Mr. Latham is a shoe 
man of some eighteen years’ experience. 
He was for some time associated with 
B. Altman of New York and other large 
shoe departments for women both in 
Philadelphia and Boston. Plans are 
being made to enlarge the Shillito de- 
partment to the extent of double the 
present capacity. In addition to this 
change a basement department is going 
4o be installed under the leadership of 
Mr. Latham in the near future. 

John Shillito, head of the John Shil- 
lito Company, when asked how business 
was by W. S. McKenzie, president of 
the Helming-McKenzie Shoe Company, 
replied that business was splendid and 
that it would continue to be good as 
long as the people were in the mood to 
spend their money. 


ADDRESS BY WOMAN 


Alice Englehardt to Talk at St. 
, Paul, July 27 

Miss Alice Englehardt of the Potter 
Shoe Company has been invited to de- 
liver an address before the convention 
of the National Federation of Business 
and Professional Women’s Clubs at 
St. Paul, July 27. Miss Englehardt is 
considered one of Cincinnati’s leading 
business women, she having at one time 
been president of the local organization 
of business women. After her return 
from St. Paul, Miss Alice will leave for 
a two weeks’ vacation, during which 
time she expects to visit Yellowstone 
Park. 


CINCINNATIANS IN BOSTON 


Charles Voller, J. P. Orr and Harry 
McLaughlin 

Charles Voller, manager of the Mab- 
ley & Carew Company shoe depart- 
ment, reports a good Summer clearance 
sale business, his aggregate sales in dol- 
lars and cents exceeding those of a year 
ago, after taking into consideration the 
fact that each pair of shoes represents 
approximately 331-3 per cent more 
money today than at that time. Mr. 
Voller attended the Style Show in Bos- 
ton this week. 

J. P. Orr returned recently from Chi- 
cago, where he addressed the members 
of the Illinois Shoe Retailers’ Associa- 
tion in convention at the Palmer House. 
While in Chicago President Orr met 
the members of the Financial Commit- 
tee, with A. B. Caspari, general chair- 
man of the 1921 Milwaukee National 
convention. The results of this meeting 
showed that the next National conven- 
tion will far excel the one held in Bos- 
ton last January, both in general in- 
struction to the retail merchant and 
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from a financial standpoint. Upon his 
return to Cincinnati Mr. Orr called a 
meeting of the Board of Directors of 
the! National, which was held in Boston 
this week. President Orr was in atten. 
dance at every session of the convention 

Harry McLaughlin, manager of the 
Potter Shoe Company, in company 
with H. S. Gordon, manager of the 
children’s department, and R. C. 
Walker, head of the basement depart- 
ment, has been in the East this week 
for a study of conditions and also to 
attend the Boston Style Show. 


CINCINNATI BRIEFS 


Vacation and Other News of Mem- 
bers of Trade 

W. A. Julian, president of the Julian 
& Kokenge Company, has been in th 
East during the past two weeks. Mil- 
ton Adler, vice-president of the same 
company, returned this week from his 
Summer home in New Hampshire. 
having spent two weeks with his fam- 
ily. Mr. Adler expects to return within 
a few weeks for the rest of the Summer. 

H. N. Lape, sales and advertising 
manager of this company, was in the 
East this week, attending the Style 
Show at Boston. 

Mark Ettinger of Newman’s, Joplin, 
Mo., was among the buyers in the city 
this week. 

Myron W. Wolf of the Sam B. Wolf 
Shoe Manufacturing Company left this 
week for a two weeks’ vacation at Oden, 
Mich., where his father, Sam B. Wolf, 
president of the concern, is spending 
the Summer. 

Frank Dopp, superintendent of the 
Julian & Kokenge Company, has been 
in St. Louis during the past week on a 
business trip. 

W. T. Dickerson, vice-president of 
the P. Sullivan Company, and Messrs. 
Cowen and Butman of the same com- 
pany, attended the Chicago Exposition 
and were in charge of the Sullivan 
display. 





The Turn Sole 


Success for Street Wear Depends on 
Strength 


“The success of turn shoes for street 
wear,” remarked a Lynn designer, “‘is 
very much dependent on the strength of 
its sole. The leather must be flexible 
enough to bend with the foot, for that is 
what is expected of the turn shoe, stout 
enough so that the wearer will not feel 
pebbles in the road, and firm, so that the 
leather will not ‘spread’ in the wear, 
for if it ‘spreads’ the shoe will lose its 
shape and style. 

“It takes good buying to get tlie 
desirable soles for turn shoes, and, at 
times, the supplies of such soles are not 
as abundant as they might be.” 
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Brockton 


AT THE STYLE SHOW 


Representative Concerns Had At- 
tractive Exhibits 


Although the Brockton concerns ex- 
hibiting at the Boston Style Show are 
comparatively few as regards numbers, 
yet they are thoroughly representative 
of the city’s leading industry. Such 
houses as George E. Keith Company; 
The Preston B. Keith Shoe Company; 
Churchill & Alden Company; Charles 
\. Eaton Company; M. A. Packard 
Company; Thompson Bros. Shoe Com- 
pany; Whitman & Keith Company; 
Stone-Tarlow Company, Inc.; Brock- 
ton Rand Company and Tolman Print, 
Inc., indicate the high character of 
Brockton exhibitors. 


From South Shore 


Nearby towns or the so-called Brock- 
ton district will be represented at the 


Boston Show by prominent concerns, . 


including: M. N. Arnold Shoe Com- 
pany, North Abington; Commonwealth 
Shoe & Leather Company, Whitman; 
Edwin Clapp & Son, Inc., East Wey- 
mouth; E. T. Wright & Co., Inc. and 
Emerson Shoe Company, Rockland; 
Richards & Brennan, Randolph and 
Avon Sole Company, Avon. 


MEN’S AND WOMEN’S WELTS 


Visiting Buyers May See Samples 
in Boston 


These shoe manufacturing concerns, 
while primarily identified with the pro- 
duction of men’s welts, are now, with 
few exceptions, also making women’s 
welts. The enterpris and skill which 
built up their business in men’s lines is 
reflected in the success which they have 
attained in producing women’s foot- 
wear. In the samples of each shown in 
Boston, visiting merchants will see 
lasts, patterns and leathers which repre- 
sent practical merchandise. Brockton 
and the South Shore towns are famous 
for their shoemaking. Their goods go 
into every State in the Union and to all 
parts of the world. ‘Made in Brock- 
ton” and “South Shore Shoemaking’”’ 
are synonymous with footwear excel- 
lence in style and quality. 


DECORATIVE EFFECTS 


Brogue Models Featured—Dark 
Shades Prevail 


Brockton shoe samples at the Boston 
Show included low as well as high-cut 
patterns in great variety. Men’s and 
women’s heavy oxfords in brogue 
models were featured. Decorative 
effects in pinkings, perforations, punch- 


ing, wing tips, etc., were prominent. 
Cordovan and heavy grain leathers and 
calfskins in black and mahogany were 
seen. Dark shades still prevail, manu- 
facturers say, the lighter shades being 
negligible in most lines. 


Office Employes’ Outing 


July 10 was a red letter day for the 
office employes oi the Diamond Shoe 
Company’s factory in Brockton. As 
guests of Superintendent Henry S. 
Rubin, some fifty or more young men 
and women enjoyed an automobile trip, 
field sports, a motor boat sail on the 
Charles river, concluding the day with 
dinner and dancing. It was the annual 
outing of the office force and the most 
successful in the Diamond Shoe Com- 
pany’s history. 


Factory to Be Enlarged 


Snell & Atherton, Inc., makers of shoe 
tools, have plans drawn for a two-story 
addition to the factory on Snell Street, 
for many years occupied by this con- 
cern. The front of the building will be 
reconstructed and new offices installed. 
Messrs. Snell and Atherton have long 
since passed away, but the business has 
always been conducted under the origi- 
nal firm name. Hand shoe tools have 
been made since 1853, when the busi- 
ness was established in North Bridge- 
water, now Brockton. Warren B. 
Packard, son of Fred Packard, a former 
proprietor, is now manager. 


Shoe Manufacturer Going Abroad 


President George E. Keith, of George 
E. Keith Company, sailed last week 
from New York for England by Steam- 
ship Imperator. Mr. Keith will tour 
England, Scotland, Belgium and France. 
In the two latter countries he will visit 
the famous battle-fields. Later Mr. 
Keith will travel in Switzerland and 
Italy. While in Europe he will confer 
with Walk-Over representatives in the 
countries visited. Mr. Keith expects to 
return to the United States in October. 


OFF FOR JAPAN 


Halleck A. Butts Visits City Pr‘or to 
Trip 

Among the visitors in Brockton last 
week was Halleck A. Butts, Trade Com- 
missioner for the United States De- 
partment of Commerce. Mr. Butts 
sails August 1 for Japan. He will make 
his headquarters in Tokio. His mission 
is to promote American commerce in 
Japan, co-operating with manufacturers 
in this country. Mr. Butts says that 
the United States Government is ex- 
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GEO. N. TOUGAS SHOE CO. 
161 Summer St., Boston 
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Shoes at Auction 














HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 








Every Wednesday and Friday 
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Soft Soles and Moccasins 


Ask your Jobber for our 
G s. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








SHOE BUYERS ATTENTION! 
BROOKLYN MADE 


Children’s and 
Misses’ Turns 


SCIENTIFIC snes co, Ine. 
BOSTON: Oftee, Ta? Linesin Street 











ROCHESTER’S FELT 
SHOE KINGS 
? PLACE ORDERS Row AND INSURE 
EARLY DELIVERY 
Write for Catalog 


F. W. HAHN CO. 
ROCHESTER NEW YORK 








“ELAM”? 
Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 
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AShoe for Boys | 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














W-C.Gooddger 


Manufacturer of 
Children's Dlexible Durn Shoes 
For Jobbers i 
89 Allen St.. Rochester, WV. 
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tending this service as additional ap- 
propriations are obtained from Con- 
gress, in order that manufacturers in 
the United States may receive all 
possible information as to conditions in 
the various countries where they are 
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seeking business. Commissioner Butts 
states that he will be very glad to co- 
operate with manufacturers of shoes and 
accessory lines and that he will welcome 
inquiries as to trade opportunities in 
Japan. 


Lynn 


Style Glimpses 


Lynn’s newest styles were presented 
at their best at the Style Show in 
Boston. Eleven-inch boots, Parisian 
patterns, sandals,.beaded vamps and 
bows, buckles and straps, sabots, cut- 
outs, inlays and three-tone combina- 
tions were among them. 

Staple styles show new strength. 
Several firms are busy on them. They 





A moderate toe, white buck oxford 
with low Cuban heel. By the Donn 
D. Sargent Co., Salem, Mass. 











are of black kid and tan calf, with 
34-inch vamps, moderately round toes, 
and heels 10-8 or 12-8 high. 

Oxfords are being talked and stalked 
the Fall, in the conserva ive styles. 
Salesmen will start about Labor Day, 
with late Fall and Winter novelties, 
and new samples of low cuts for the 
Spring and Summer of 1921. 


Follow-Up Performances 


“Miss Lynn, Model 1921,” who 
presented Lynn styles at the National 
Shoe and Leather Exposition in Boston, 
will appear at the Burrows & Sanborn 
store in Lynn in August. She will be 
assisted by all her models. Burrows & 
Sanborn will sell the model shoes, and, 
also, all the model costumes. 

In style shows and like pageants, 
Burrows & Sanborn have a great deal 
of confidence. They put on a style 
show last Easter time that added 


largely to their sales, as well as to 
their reputation as leading merchants. 


Grover Combination Last 


J. J. Grover’s Sons are developing 
their shoes made over combination 
lasts. These shoes have a broad tread, 
a snug fitting waist and heel, and, when 
made in boot styles, an ample leg 
measurement. Some have instep arch 
supporters built into the shank. The 
uppers are of fine kid. The soles, welt 
sewed, are extra flexible. These shoes 
fit the well-formed foot, proving for 
health and comfort of the feet, as well 
as style in appearance. 


Heavier Soles 


One manufacturer is putting a moder- 
ately heavy sole on his Fall boots 
with 10-8 heels, and a heavier sole on 
his boots with 12-8 heels. The heels 
are of the military style, of course. 


That 23-Years-Old Last 


Inquiry has been made about the 
23-years-old last, which was reported 
in the ‘Recorder’ recently. It is the 
Empress last of Williams & Clark Co. 
It was originated 23 years ago. It has 
sold steadily ever since. One Chicago 
concern sells 1,500 pairs of shoes 
annually, made over this Empress last. 
Other merchants have correspondingly 
good sales. It has a sensible tread, an 
orthopedic heel, and a supported shank. 
It is made from No. 1 to No. 9 in 
length and from AAA to EE in widths. 
Its sole is especially flexible. That is 
to provide foot freedom. 


IN NEW QUARTERS 


**Wooleather, Inc.,’? Makes Wool- 
Lined Moccasins 


“‘Wooleather, Inc.,’’ has occupied the 
Bennett factory in Salem. It has three 
times as much space as in its former 
factory on Front Street. It makes 
wool-lined moccasins. It originated 
the patterns and the methods of mak- 
ing them. 

Its moccasins are worn by college 
boys in their rooms, by motorists driv- 
ing in cold weather, by aviators, and by 
patients in open-air sanitariums. Com- 
fortable moccasins are worn as house 
slippers, and dainty moccasins, with 
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silk trimmings, are worn by movie 
picture stars. 

The company found shearlings to be 
scarce when it went to buy a supply 
cf them for its moccasins. The dealers 
said they had sold a great many 
shearlings to makers of wool-lined coats. 
More goods are “shipped by truck.” 
livery truck has its driver, and every 
criver needs a warm coat when cold 
\Vinter comes. 


Oxfords Until Thanksgiving 


Thomas Welch, of the Welch Shoe 
Company, says: ‘We expect to sell 
exfords until Thanksgiving time or 
later. To make boots will cost more 
‘han a year ago. But oxfords can be 
made cheaper than boots. Many 
people are getting very thrifty in their 
buying of boots, and we expect that 
they will select oxfords which will be 
cheaper than boots and wear them 
until Thanksgiving or later. We are 
selling oxfords of black kid and tan 
calf leathers for Fall. 


New 


REGARDING PRICES 


Movement of Shoes at Retail Heavy 
—Profits Small 

With the approach of the end of the 
Summer season in footwear and an 
augmented desire on the part of retail 
merchants to carry over as little stock 
as possible into next Summer, the knife 
has been inserted deeply into prices. 
Some of the prices now being quoted by 
reliable retail merchants for high-grade 
shoes savor of the good old days before 
the war. Where $10 was a popular 
selling price about a month ago, most of 
the sale prices are now hovering between 
$6 and $8 and some of them go even 
lower. 

For the past three weeks the move- 
ment of shoes at retail has been heavy 
and merchants have cleared out their 
stocks in good shape, but profits have 
been small. Numerous instances are 
reported by retailers themselves of 
fairly large lots of shoes, as many as 
400 or 500 pairs being closed out at 25 
or 50 cents above cost and of smaller 
lots being sold as much as $2 a pair 
below cost. 

Certainly the New York public is 
being educated to lower prices in foot- 
wear, and some retail merchants are 
beginning to feel shaky concerning the 
possibility of exacting full profits in the 
Fall. In many of the sales there has 
been a “follow the leader’’ or ‘‘beat the 
other fellow’ attitude, which scarcely 
seems justified by actual merchandising 
conditions. Many retail merchants 
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LYNN BRIEFLETS 
Increased Output—Right Fitting 


Williams & Clark Co., Lynn, have in 
stock three lines of oxfords and two 
lines of boots for Fall and Winter. They 
expect oxfords to sell until Thanksgiv- 
ing time, and possibly later. One line 
has 9-8 heels and the other 12-8 heels. 
They are made of black kid and tan 
calf. 

Charles O. Timson Shoe Company 
has set up new Goodyear turn sewing 
machinery in its factory in the Vamp 
Building, and is increasing its output 
of comfort shoes. 

E. W. Burt, of E. W. Burt & Co., is 
rather optimistic as to the future of 
the shoe trade, particularly on the point 
of getting more shoes sold right by 
getting them fitted right. 

He is firmly convinced that more 
attention will be paid to the fitting of 
shoes in the future, and that the trade 
will be benefited by it all along the line. 


York 


admit this, but there has been no move 
to eliminate this spirited competition. 


FEW ORDERS PLACED 


Prominent Buyer Convinced of 
Lower Price Trend 


As far as can be learned, few retail 
merchants here have placed their Fall 
orders. One large store has come to an 
understanding with two or three manu- 
facturers and has placed orders for 
delivery on September 15, October 15 
and November 15. Earlier or later 
deliveries will not be accepted by this 
retail merchant, who is one of the trade 
leaders. The orders in question, accord- 
ing to the head of the concern, were 
solicited by a manufacturer who cut 
his prices ‘‘to beat New England.” 

The head of the men’s shoe section in 
a large Fifth Avenue specialty shop 
asserts that he has not bought a dol- 
lar’s worth of Fall shoes yet and prob- 
ably will not be ready to purchase for 
several weeks. He has carried over a 
fair amount of high shoes with which to 
start the Fall season. ‘‘Manufacturers 
have taken off a dollar or more from 
their peak prices,” he said, “* but this is 
not enough to enable me to sell shoes at 
the prices I asked this Spring. I never 
bought shoes at the peak price and the 
prices asked now are higher than I ever 
paid before.”” This buyer is convinced 
that prices will show a steady down- 
ward trend and is banking on the accu- 
mulation of hides to further depress the 
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Ballet Slippers 














High-Grade Ballets 


Women’s $1.85 and $2.25 Grades 
Misses’ 1.75 and 2.15 Grades 
Children’s 1.65 and 2.05 Grades 
THE HAMMOND SHOE CO. 
HAVERHILL, MASS. 








BUY THEM NOW FOR 
FALL DELIVERY 

ONE SAFE BET - PURITAN BALLET SLIPPERS 
Women’s Black, sizes 4 to 8 $1.75 
Misses’ to2 1.65 
Child’s 8 - 034 1.55 

Whites Ten Cents a Pair More 
PURITAN SHOE CO., Inc. 74 Reade St., N. Y. C. 
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Black Kid Only. Widths C and D 
Sizes, 6 Child's to 8 Women's 
BROOKS SHOE MFG. CO. 
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Beggs & Cobb, Inc., Boston, Mass. 
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leather market and hence the wholesale 
shoe market. 


WHITE SHOES POPULAR 


International Yacht Races Cause 
Merchants to Rush Same 


Ankle and instep ties and straps con- 
tinue as popular models in women’s 
footwear, especially in white kid, and 
retail merchants report a good volume 
of sales on them at prices nearer the 
original mark-up than on the more 
conservative models. 

The international yacht races gave 
many retail merchants an incentive for 
pushing white shoes, although it is 
doubtful if this event, restricted from a 





THREE NEW “LOWS” 


Record Prices at Wanamaker’s 
Franklin Simon’s and 
McCreery’s 


Wanamaker’s set a new low 
price for women’s shoes last week 
by offering 9,338 pairs at $4.25. 
They included 20 different styles, 
among which were brown suede, 
brown kid, gray suede, white kid, 
patent and dull black leather, dull 
kid and black satin, pumps and 
oxfords. Values were said to 
range from $9 to $12. 

Franklin Simon & Company’s 
$10 to $18 “en Tete” pumps and 
oxfords offered last week for $7 a 
pair “for the first time this 
season.” 

James McCreery and Com- 
pany “knocked the bottom out 
of the men’s oxford business’’ by 
offering a large line at $6.95. 
The response was exceedingly 
large, much better than for the 
last two sales run by this store. 
All styles of oxfords were in- 
cluded in the sale, among them 
real shell cordovans. Rival shoe 
men asserted that the shoes must 
have cost around $8 a pair. 

















COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 
Formerly Walpole Shoe Supply Co. 





No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Reeorder 
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spectator’s standpoint actually in- 
creased business to any extent. Frank- 
lin Simon & Company based a window 
display upon the regatta, showing suit- 
able garments for women attending the 
races, in which shoes played a promi- 
nent part. Most of the shoes displayed 
were of white canvas, kid or buck in 
both Louis and straight heels. One 
small window was devoted to instep 
strap buckle pumps in red, white and 
blue kid. On one of the figures in the 
large window navy blue kid pumps and 
stockings. were shown with a white 
sports costume. 
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Manufacturers Have Troubles 


Local manufacturers of high-grade 
shoes are having their troubles in trying 
to determine Fall prices. One of the 
highest grade Newark concerns reports 
that it is unable to make definite con- 
tracts for leather as the tanners refus: 
to quote prices or guarantee delivery 
dates. The concern still has som 
leather coming to it from a leading 
tanner, ordered nine months ago. Th: 
tanner asserts that while cheap hides ar:- 
plentiful, the high grade hides he use 
are almost unobtainable at any pric 


Cammeyer Outing 


The annual picnic or outing of th. 
two New York stores and one Newar! 
store of the Cammeyer organization 
was held on Saturday, July 10, at the 
Chateau Laurier, City Island. Th: 
run to the grounds was made in specia! 
automobiles and the day was devoted 
to an entertainment furnished by th: 
talent developed in the Cammeyer 
weekly store sings and to athletic 
events. In addition to the store or- 
chestra, a hired orchestra was in evi- 
dence to relieve the store players for 
dancing. 


NEW YORK BRIEFS © 


Regarding Biers and Two Big Shoe 
Sales 

J. W. Biers, shoe buyer for the Rog- 
ers Peet Company, resigned on July 1. 
He has been succeeded by J. Knox, for 
many years a salesman in the shoe 
section of the Fifth Avenue store. At 
present Mr. Biers is vacationing in the 
Adirondacks. His future plans have 
not been determined. 

The shoe sale of the Nemours Trad- 
ing Corporation in the Grand Central 
Palace has not been discontinued, as 
previously reported, but is still in full 
swing. Women’s dresses and hosiery, 
underwear, nightwear and other ac- 
cessories for men, women and children 
have been added to the sale. 

The sale in the Seventy-first Regi- 
ment Armory stopped on July 13. Sol 
Mayer, who had charge of the sale, said 
late in the week that he was trying to 
secure new quarters for the continua- 
tion of the sale. 


A BUSINESS CHANGE 


S. & S. Shoe Co. Succeeds Fr. 
Kubowetz 

The S. & S. Shoe Company has suc- 
ceeded Fr. Kubowetz, 1454 First 
Avenue, has taken over all assets, and 
will not be responsible for debts con- 
tracted or any liability from June 0, 
1920. 

The S. & S. Shoe Company, com- 
posed of L. Stein and William Shapiro, 
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will carry on with the same success 
both stores, at 244 East 59th Street and 
1454 First Avenue. 


DEATH OF W. S. HOYT 


President of Central and United 
States Leather Co. 


Walter Stiles Hoyt, one of the lead- 
ing figures in the leather industry in 
this country, died Wednesday, July 14, 
in Roosevelt Hospital, after a short ill- 
ness. He was forty-seven years old. 

Mr. Hoyt was president of the Cen- 
tral Leather Company and the United 
States Leather;Company and had offices 
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at 17 Battery Place. He began his 
business career with the sales depart- 
ment of the United States Leather 
Company in the fall after his gradua- 
tion from Yale in 1896. 

He soon became manager of the de- 
partment and gained place on the 
board of directors of the company 
and on the board of the Union Tan- 
ning Company. He was a well known 
sportsman and was a member of many 
clubs. 

Mr. Hoyt was married in 1900 to Miss 
Lillian A. Johnson. They had two 
children, Walter S. Hoyt and Edna 
Hoyt. 


Baltimore 


EXPECT NORMAL FALL BUYING 


Merchants’ Shelves Believed to Be 
Fairly Clean 


The general belief is that buying for 
Fall will not be subnormal, as stated 
by some shoe merchants, but that the 
merchants will buy as they did before 
the war and before the rapid ascension 
of prices began. Of course, the present 
time being between seasons makes it 
difficult to judge, although the reasons 
for the belief expressed are that the 
“overstocked discount sales” that spread 
to nearly every section have caused 
stocks to dwindle considerably. 

Buyers are better able to “size up 
stock”? than they have been for several 
years. The merchant, wholesaler and 
manufacturer, having arrived at an 
understanding to adjust their orders 
according to the fluctuation of the raw 
materials market, are in this way in- 
creasing their confidence in one another. 


Open New Store 


Feltman and Curme are adding another 
store to their lengthy chain. The new 
store will be in a most desirable loca- 
tion at 22 W. Lexington Street. H. 
Goad, manager, is superintending the 
alterations and expects to be open to 
the public soon. Their windows, adver- 
tising their intention of selling shoes at 
five and six dollars and ‘‘Nothing over 
$6.00,” are attracting the public. 


$7 Price Attracts Sales 


The most attractive price to the 
buying population seems to be on an 
average of $7. High-class shoes sold 
at stores assuming a great overhead ex- 
pense hover around the $15 mark, but 
with the majority of the public dealing 
with stores where the overhead is not 
as great makes the inquiring price 
settle around the mark given. 


White Shoes Selling Most 


The past two or three hot waves have 
brought white canvas oxfords and 
pumps to the front. Military heels are 
taking the lead over oxfords, while along 
the novelty line, one, two and three 
eyelet ties and Theo ties with high heels 
are seen frequently both for street and 
evening wear. 


SMALL CHANCE OF PRICE DROP 


So Declares Wholesaler in Address 
Before Hatters 


Jacob Epstein, the president of the 
American Wholesale Corporation, for- 
mally and better known as ““The Bal- 
timore Bargain House,” seems to have 
struck a keynote in his address to the 
American Association of Wholesale 
Hatters at the Suburban Club. 

“In leather there has been quite a 
little speculation, and in some cases, 
where bank loans were called, some lots 
of shoes were thrown on the market. 
Hence, shoe prices have been revised 
somewhat from a speculative basis to a 
cost-of-production basis and cannot go 
lower except in cases where this adjust- 
ment has not already taken place.” 


Sees Even Higher Prices 


‘The opinion of the best authorities 
is that there are no indications of lower 
prices generally. While there may be 
occasional reductions, there are indica- 
tions of higher prices in some lines. 

“There cannot be lower prices so 
long as there is a worldwide shortage of 
merchandise. Production in this coun- 
try is restricted by strikes, shorter work- 
ing hours, a general letting-down on the 
part of labor, a shortage of raw mate- 
rials and transportation difficulties. 
Production abroad is badly crippled 
and cannot get back to normal for a 
long time to come. 








Where toBu 


Berra and Printing 

















ATLANTIC PRINTING CO. 
Shoe Printers 
Tear out this ad and mail for details of 
Prin Service for 


our ting 
the Boot and Shoe Trade 
201 South Street, Boston, Maas. 
Telephone Beach 4960-4961 














COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











UNI} VERSITY o 
Fict rc FOUNDRY 

















Where to Buy | 


Window Trim Material 

















DISPLAY MEN 
Attractive Windows— Use Win-Deco 
RET, he Mets Shee Govt, Rowe 
- ” of Sam: on Request 
WIN-DECO DISPLAY SERVICE 

Federal 


93 Fed St., Boston 
220 E. Lex, St., Bal 
624 Consumers Bidg., Chicago 








* & 
Window Displays 
BACKGROUND __ PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Ine. 
30 Reade Street, New York 
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Where to Buy 


Miscellaneous 








oe 








ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 
Let us recolor your faded or off colored shoes 
to latest fashionable and permaneat cordovan 
ades. NO PAINT! 
rite us for full information. Send pair for 
“show me” demonstration. It will pay you 
ALBANY SHOE REPAIRING CO. 








Recoloring ~—— 157 Kingston St. 





OHOE BUCKLES 

OF EVERY DESCRIPTION 

: BEADED AND METAL 
BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO 


198 MMONTACUE ST BROOKLYN.N.Y 





You need this book on 
SHOE WINDOW 
DISPLAYS 
Get it today! $2.75 postpaid 


FRANK P. TAYLOR 
381 Wash’n St, Boston, Mass. 




















400d shoe buckles 
ever since 19QO5 
L. ALTERSON & CO. 


Ib? W 54 St. New York C1i 








SALES LETTERS 
MULTIGRAPHED— 
FILLED IN—SIGNED— 

MAL 
F.S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 











Manufacturer 


OF QUALITY BUCKLES 
Ff THE SHOE T 5. 
Exclusive =" 


- ” 
o. Ww. LTAS CO. 


’ nel 





A good leather BOW or a BUCKLE 
made by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 








SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
what to use and where to get it, 
is a of “‘Recorder” service to 
merchants. 
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Sees Good Business in Fall 


“Every day lost on account of strikes 
means curtailed production and, there- 
fore, an increase in the high cost of 
living. 

“Business this Fall is bound to be 
good. A world-wide demand for Amer- 
ican products, in addition to an un- 
precedented home demand, insures 
prosperity. The Federal Reserve Bank- 
ing Act gives us an elastic currency, so 
there is no danger of financial crisis. 
The nation possesses more than one- 
half the world’s gold supply, and is 
vastly wealthy. Now, so long as the 
farmer can sell all he produces at good 
prices, and labor can get all the work it 
wants at good wages, there is going to 
be a big demand for merchandise of all 
kinds.” 


Pilot Shoe Company Enlarged 


The new building on the property 
adjoining the Pilot Shoe Company on 
the south side, taken over several 
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months ago, has been completed. The 
spacious offices and stockrooms through- 
out are models, and the successful ef- 
forts of Oliver S. (“Bud’’) Anderson 
and James H. Dashiell are applauded. 


Takes Over Manufacturer 


The Robert E. Tubman Company 
has taken over the Central Shoe Manu- 
facturing Company of this city, and is 
using its entire output of infants’ and 
children’s turns. It is expected that 
under the present circumstances, with 
regard to the volume of their business, 
the plant will soon surpass its maximum 
capacity of daily production. 


At Philadelphia Style Show 


S. Halle and Sons had their com- 
plete line on exhibition in the ballroom 
of the Bellevue-Stratford Hotel through- 
out the style show staged July 19-20. 
Their Philadelphia representative, Fred 
Mulhauser, was there to serve the guests, 
with other members of the firm. 


Philadelphia 


THE RETAIL TRADE 


Stocks Are Fairly 
Cleaned Out 


With surplus stocks now fairly well 
cleaned out, the retail trade has settled 
down to a period of watchful waiting. 
Most buyers for the retail stores have 
been ordering only on quite slender esti- 
mates of their needs, and so far as can 
be learned are maintaining an attitude 
of lack of interest, except where some- 
body whispers price concessions to them. 

The department stores have found 
sub-normal prices so attractive to the 
public, however, in shoes as well as 
other merchandise, that they are pretty 
much on edge to miss no chances at 
bargain lots which they can add as fuel 
to their reduction fires. This, of course, 
is becoming an increasingly difficult 
matter, as is evident from the smaller 
and smaller lots which are being offered 
to the public from day to day in special 
sales. 


Surplus Well 


CONFIDENCE IN SITUATION 


Buying Not Restricted by Hope of 
Break in Market 


Regular shoe stores apparently have 
been nursing a good proportion of their 
stocks in staple models despite the re- 
duction sales, and while this necessarily 
tends to decrease their orders at the 
present time, it may also be taken as 
an evidence of confidence in the situa- 
tion. It is safe to assert that an averag- 
ing of cost on such stocks held in re- 


serve is no lower than the replacement 
value would be today, and this fact 
argues that the retail shoe merchants 
here are not looking for any break in 
the market of any serious proportion in 
the coming season. The retail merchant 
is going to throw his influence strongly 
in the direction of lower prices wherever 
he sees an opportunity, but it is really 
the question of how much the public 
is going to buy at present prices rather 
than any strong hope of a break in the 
wholesale market that is restricting his 
buying in Philadelphia today. 


Buying Policies 


To sum up; the Philadelphia retail 
merchants as a whole are now actuated 
by three considerations in the formation 
of their buying policies; their needs on 
the basis of public demand at the es- 
tablished price level; due consideration 
for deliveries in view of uncertain trans- 
portation conditions; and the oppor- 
tunity to pick up bargains. And this 
last is a bigger factor with the depart- 
ment store buyers than with the regular 
retail trade. 


LEATHER MARKET 


A Quickening of Interest—Sole 
Leather Bought Restrictedly 


While the leather market here is not 
to be called active, there has been 
noticed some quickening of interest in 
the last week or so. This is attributed to 
a reported tendency of foreign buyers, 
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irticularly the English, ‘to seek re- 
‘onishment of their stocks in this 
syuntry. It can not be said to have 
coused any noteworthy increase in 
vying, but it has at least served to 
| {fen the market and put the factory 
: n just a little more on the alert. At 
resent sole leather is being bought only 
trictedly, and purchases of upper 
» ther are being limited pretty strictly 
1eeds of the near future. But despite 
increased interest there has been 
|.erved as yet no particular increase 
ndustrial activity on the part of the 
arners in this section, who today are 
from operating to capacity. 
“he fever for lower prices evidently 
as percolated through the industries to 
th tanneries, because in the rather 
isc'ated cases of tanning activity, atten- 
tion seems to be centering on the grades 
for cheap shoes. 


WHITE GOODS POPULAR 


Demand for Canvas Greater Than 
for Kid 


This has proved a far better season 
for white goods than was looked for, 
particularly in canvas and fabric goods. 
While by no means general, the habit 
of wearing white shoes in the city with 
light colored silk, linen and Palm Beach 
suits, is growing somewhat among 
Philadelphia men. This combination 
is much more noticeable among the 
crowds in the business sections than it 
was last year. Indeed, white shoes on 


men in the city constituted a curiosity 
last year. 

In women’s wear also there is to be 
noted a swing in favor of the canvas and 
fabric white shoes, with somewhat of a 
falling off in the demand for the more 
expensive kid, which is attributed by 
merchants to the economy wave. 


SPECIAL SALES 


At Louis Mark’s, Gimbel Bros. and 
Lit Brothers 


The Louis Mark stores have been 
pushing ‘‘another shipment of recog- 
nized $15.00 values to supply the un- 
precedented demand” at $7.65. 

Gimbel Brothers have been conduct- 
ing a special sale of $70,000 worth of 
women’s stylish Summer shoes for 
$30,000.”" This stock, the store has 
announced, consists of canceled orders 
of Charles K. Fox and Rice & Hutchins, 
Inc., as well as some 4,000 pairs from 
the store’s own stock. The price set 
for the sale was $4.35, and the offerings 
included pumps, oxfords and two-eyelet 
sailor ties; patent leather, black kid- 
skin, white washable kidskin, black 
satin oxfords and high shoes of white 
Nu-buck. 


Lit Brothers conducted a $3.85 sale 
of women’s white kid oxfords and pump 
announced as $8.00 values, together 
with white linen pumps and oxfords at 
$2.85, announced as $5.00 and $6.00 
values. 


Cleveland 


THE RETAIL TRADE 
Season Livelier Than That of Last 


Year 


The Summer season is now on in 
full blast in Cleveland, and white shoes 
are going at a good rate. Merchants 
interviewed predicted one of the best 
white seasons in the history of the 
trade in Cleveland. 

White cloth shoes still enjoy the 
popular favor and the sales of them 
are from 85 to 90 per cent of the total 
white goods sold. 

Many of the merchants are still con- 
ducting special sales of Spring shoes, 
and with considerable success. The 
marked-down prices have caught the 
eye. 

The season just ended was much more 
likely than the same season a year ago. 
Merchants hustled more to dispose of 
their stocks and they started their 
sales much earlier. The result was that 
the average consumer profited a great 
deal more than he did in 1919. 

In the first place he obtained his 


shoes for an average price that was 
below what was paid last year, and in 
addition the consumer did not have to 
wait until near the close of the Spring 
season before being offered any bargains 
at special sales. 


FAIR PRICES 


Received by Retail Shoe Merchants 
in Busy Season 


Cleveland and all other Ohio retail 
shoe merchants have received copies of 
the ruling of the State Fair Price Com- 
missioner, and it came right in the 
midst of one of the busiest selling 
periods of the year. Patrons were 
calling for white shoes in large num- 
bers, while many sought the bargains 
offered in shoes that were bought for 
Spring. 

As with the regulations of the com- 
missioner governing the retail sales of 
clothing and food, Dr. R. C. Roueche, 
chairman of the county commission, 
asks that reports of alleged violations 
of the profit allowances be made for 
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Where to Buy 


Miscellaneous 


orrin FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for your 
Booklet, Catalog or Folder, if you place the 
printing with us; or we will Sell Shoe Electros 
at $1.25 each. 


SEND FOR FULL PARTICULARS 
N‘H. GROVER CO., R 63, 161 Summer St., Boston 














Perfection Pneumatic 
Arch Cushion 
~aee 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 








} RUBBER TOE-SANdals 
For Modern Footwear 
The Molded heel strap is 
strong and elastic 
WM. SUMNER SMITH 
Distributer 
NEW YORK CHIOAGO 


YOUR OPPORTUNITY | 


Shoe Dealers Make Good Selling 
“Puritan” Talking Machines 
LARGE PROFITS. QUICK TURNOVER. 
Small Investment. Make Music Attract Trade 
Write fer Catalog and Discount 


ae oe COMPANY 
68 CHAUNCY BOSTON (11), MASS. 





























Where to Buy 


Shoe Polishes 











The Proper,Dress- 
ing for Every Shoe 


Griffin Mfg. Ce., Inc. ' 
67-69 Murrey St. 
New York 











Best In Ther Class 


ae 17 


WHITE WITE 
Crean etl 


for white buck, etc. for white kid, ete. 
NATIONAL SHOE POLISH MPG. CO., Inc. 
PHILADELPHIA, PA. 
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9 a 
Ramsey's Summer Specials 
For AT ONCE Delivery 
No. 400—Men’s tan ventilated oxford, oak soles, rubber heels, 
Goodyear stitched with welt. Extra Special! 
S| CPS Ee $2.35 
Boys’ Sizes, 214-514...............2005. 1.85 


No. 8—Side leather plug oxford, B. F. Goodrich Co.’s Textan 
soles, double Goodyear stitched (guaranteed not to rip) with welt. 


oo iicin an dhaksuc anne eae $1.10 
I once sks dtany ddeakoeee 1.25 
OS AS Same ey ee mpreae 1.40 


Sty‘e No. 5—Same as No. 8 in Sandals. Five cents a pair less. 
Terms—2 per cent 10 days. Net—30 days 


E. J. RAMSEY CO. *GROOKLYN, N.Y. 





LOO LE) ME ESO OE Cee, eae ame) mee ama all 
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Whitremore's 


POLISHES PAY DEALERS BEST IN PRESTIGE AND PROFITS 





The one white 
leather dressing 
that’s right. It 
is endorsed by 
the best trade 
here and abroad. 


ra mye 8 =6Quick White 
QUICK: will be appre- 
bohet. ciated by all 
ICANVAS SHOES | wearers of white 
[CLEANSWHITE] shoes. It takes 
fauicxty~ tasmor] the dirt off in- 
te stead of cover- 





| 
| nnyac| ing it up. 

| Tremendously popular 
—e everywhere. Produces a 





mirror like gloss in a min- 
ute. 


WHITTEMORE BROS., CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 


BOSTON 
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investigation. If the sales are found 
to be unreasonable and in violation of 
the commission’s orders, the cases will 
be turned over to the department of 
justice for federal prosecution under 
profiteering charges. 


ANNUAL. OUTING 


Siioe Industry Met Recently for 
Gala Event 


[fhe annual outing of the shoe in- 
dustry in Cleveland was held at 
V ilioughbeach Park, Wednesday, July 
1i, and the attendance was very large. 


Chere were all sorts of races on water 
and land for those in attendance, and 
the retail merchants won the ball 
game, 8 to 5, from the travelers. D. W. 
Brill acted as umpire and he escaped 
with his life. 

in the evening a basket lunch was 
enjoyed. 


OPINIONS OF MERCHANTS 


Consumer Better Off Under Un- 
restricted Price Ruling 


Cleveland merchants were busy last 
week studying the fair price list an- 
nounced from the State capital at 
Columbus, and many of them, whose 
names cannot be used, did not hesitate 
to remark that the consumer was better 
off under unrestricted price rules. 

One of the managers of the largest 
shoe stores in Cleveland declared that 
there is no longer an incentive, with 
the maximum profit regulations in force, 
to go to the big shoe manufacturer or 
jobber who has a supply of high-grade 
shoes that he is particularly anxious to 
get rid of and buy the lot. 

In the old days when the manager 
of the shoe department reported back 
home that he had bought a big lot of 
shoes at a low figure, and the general 
manager of the store retorted, “What 
the deuce did you do that for? You 
know we already have a big stock ,to 
sell.” The shoe man would reply, “I 
got the lot for a rock bottom figure. It 
was a great bargain. We'll throw in 
the new lot with the stock we have 
on hand and get an average price that 
will help sell all of our stock.” 

But now the average price in such 
cases would be higher than the amount 
allowed under the fair price rulings, 
especially for the shoes that were 
bought at a particularly low figure. 
Instead of hustling about for good 
buys that can be used to help the sale 
of shoes already on the shelves, the 
shoe buyer nowadays is content to 
wait until the stock in the store is 
down to a comfortable figure before 
he goes into the market. 

And this condition is one of the 
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reasons for the large cancellations of 
orders for shoes. It is causing factories 
to shut down or to reduce the num ber 
of their employes, and it also is causing 
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some manufacturers to throw their 
goods on the retail markets at special 
sales conducted in rented quarters, say 
Cleveland merchants, 


Providence 


A UNIQUE DISPLAY 


At Sullivan’s Shoe Store—A Banis- 
ter Model Dissected 


A very attractive and unique display 
at Sullivan’s Shoe Company store on 
Westminster Street, attracts the eye of 
the passerby. A “‘Banister’’ shoe is dis- 
played and beside it its mate, dissected 
and added to a white square back- 
ground with the name of each part 
which make up theshoe. The display 
sign at the top reads: “This Is Me All 
Cut Up.” At the bottom the sign 
reads: “The Inside of Good Shoes— 
Cheapest in the End.” 


R. I. S. R. D. Outing 


The R. I. S. R. D. Association Out- 
ing will be held Wednesday, July 21, at 
the Warwick Club on the East shore of 
Narragansett Bay. The party left at 
12.00 o’clock sharp from in front of 
Thos. F. Pierce’s Emporium, corner 
Dorrance and Weybosset Streets, via 
auto and electrics. Roy Whitmore was 
chairman of the committee. One of the 
best times in the history of the associa- 
tion was pulled off. 


Gladding’s Being Renovated 

Alterations and remodeling are going 
on throughout the whole store at Glad- 
ding’s, established over. a century, 
which, when completed, will be one of 
New England’s most beautiful and up- 
to-date dry goods stores. Advertising 
Manager Schoenfarber states that the 
best architects in the country have been 
obtained, and just as soon as every de- 
tail has been really decided upon, will 
give out a further report of same. This 
well-known New England store has 
been established over one hundred 
years ago. 


Clearance Sale 


An ‘‘After-Stock Taking” Clearance 
Sale is being held at Ballou’s. Big re- 
ductions in women’s, men’s and chil- 
dren’s departments, with 10 per cent 
off on all former prices, is announced. 
This sale includes all tennis shoe lines 
also. 


$200,000 Sale 
At the Modern Shoe Stores, Paw- 


‘tucket and Providence, this gigantic 


clearance sale is taking place in both 
cities and “‘savings up to one-half and 


at manufacturers’ cost’”’ are announced. 
Mr. Abrams, manager of the Providence 
store, and M. Moran, manager of the 
Pawtucket store, state that buying to 
date has been O. K., and that trade is 
holding its own. 

News from Pawtucket 


At Shartenburg’s, on Tuesday morn- 
ing, July 13, C. A. Lockhart, the well- 
known “Mill-End Sale” man, personally 
opened this big sale to the public and 
will continue same until today, Satur- 
day, July 24. ‘Eleven days of master 
economies with big savings’ is an- 
nounced. Special reductions with big 
cuttings of former prices in the women’s 
shoe departments, are attracting the 
crowds to this up-to-date department. 
Mr. Barry is manager and “Ed.” 
MeNeill assistant. 


At Evans & Young’s 
A “mid-Summer Clearance Sale”’ is 
being held at this well-known Paw- 
tucket high-grade shoe store. Clinton 
Young states that business is quite 
brisk during this sale and patrons are 
taking advantage of same. 


Woonsocket News 


Business at the Woonsocket retail 
shoe and department stores has been 
quite heavy the past week, and the 
different managers look forward to a big 
business during the remainder of July 
and the month of August before the 
showing of their Fall lines. 








Where to Buy 


Women’s Shoes 




















OUDOIRS IN STOCK 


BLACK—COLORS 
Shipped same day order is received. 
Best materials, all leather heels. 
Prices, Black, $1.45— Red, Blue, 
Tan, Pink, $1.75. Terms 5%, 10 days. 


HAVERHILL SHOE JOBBING CO. 
69 Essex H. 


javerhill, 


Women’s McKay 


Slippers and Boots 
of Character 


Harrison-Lockwood Co. 


Feceery> Moser nit Mace 
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Style No. 605 

Tan Norwegian, Pinked and 

Perforated, Overweight Sole. 
ABERDEEN LAST 





Style No. 606 

Tan Norwegian, Pinked and — = 

Perforated, Overweight Sole. eee a leit 
ABERDEEN LAST 


Fesnngast 


These Shoes are Carried In Stock Ready for Immediate Shipment. 
A, B, 7 to 11; C, D, 6 to 11. 








M. A. PACKARD COMPANY 


BROCKTON, MASS. 


New York Salesrooms: 


Boston Salesrooms: 
127 Duane Street 


60 South Street 
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Boston 


THE WORLD IN BOSTON 


National Shoe and Leather Exposi- 
tion Attracts Thousands of 
Buyers 


‘he shoe world met in Boston during 
the past week, July 20-24. While this 
sea'on of the year always finds a large 
nurnber of visiting buyers in the city, 
the center of attraction this time was 
the big National Shoe and Leather Ex- 
position and Style Show to which 
thousands of retail shoe merchants, 
manufacturers, leather, rubber men, 
manufacturers of accessories and shoe 
tra. elers flocked. Conferences between 
the various members of the trade were 
held, new styles for Fall and Winier 
1920 were introduced, and many social 
“get-togethers” took place. A goodly 
bunch of orders were booked and general 
good will resulted. 

The Boston Shoe Trades’ Club kept 
open house, which included the use of 
the club’s accessories, an address to 
which mail might be sent and a place 
for appointments. Charles F. Maxwell, 
first vice-president of the club, was ap- 
pointed by the Executive Committee 
of the exposition as the Boston Shoe 
Trades’ Club official representative. 


Retail Salesmen’s Part 


The Boston Retail Shoe Salesman, as 
usual, played a prominent and worth- 
while part during the style show, where 
they worked faithfully and efficiently 
on Wednesday and Thursday evenings, 
fitting the models to the snappy shoes 
displayed on the runway. 

H. E. Currier of the Walk-Over Shop 
was in charge of the following group of 
expert shoe fitters. 

Percy E. Thayer, president of the 
Boston Retail Shoe Salesmen’s Associa- 
tion, Inc., acted as assistant fitting in- 
spector with Robert W. Daley of Daley, 
Williams Company, secretary of the 
Association. 


List of Fitters 


From Thayer McNeil Company: 
Paul Goodhue, William Gibbons, How- 
ard Rose, Herman Ranch, Earle Bryant, 
Russel Wall, Charles Holt, Jack Toohey 
and Walter Collins. 

Jordan Marsh Company: H. A. Smith, 
Mr. Thomas, Mr. White, Mr. Kessner, 
Mr. Arpin, Mr. Poore, Mr. Reardon 
and Mr. Carlson. 

Willson’s Shoe Shop: Mr. Kuhlen, 
Mr. Northrop, Mr. Dagle, Mr. Weber 
and Mr. Swartz. 

All America—Summer Street: H. 
Duggan, Mr. Horan and Mr. Osborne. 

All America—Tremont Street: Mr. 
Wood. 


Wm. Filene’s Sons Company: Chas. 
Keay, H. Cox and Richard Petterson. 

Regal—Tremont Street: L. A. ‘Nel- 
son and E. C. Bill. 

Walk-Over Shoe Shop—Tremont 
Street: Irving Glover and Leroy Bea- 
beau. 


Walk-Over Shoe Shop—Washington | 


Street: Mr. Hunnefeld, Mr. Hall and 
E. Roy Smith. 

R. H. White Company: Mr. Cor- 
bett, Mr. Northfleet, Mr. Flaherty and 
Mr. Scarry. 

Andrews & Co.—Temple Place; Tom 
Brady. 


PRISCILLA BUCKLE 


Promoted by Maurice Israels—Well 
Adapted to Women’s Pumps 


A familiar figure at the Style Show 
the past week was Maurice Israels, 
leather buyer for I. Ravich & Sons, 


Photo by Bachrach 
MAURICE ISRAELS 


Who Showed the Priscilla Buckle for 

Fastening Pumps at Booth 528, Na- 

tional Shoe and Leather Exposition 
and Style Show, July 20-24. 


1170 Broadway, New York. This 
young man is a native of Newcastle- 
on-the-Tyne, England, and came to 
this country when about seven years of 
age; le is now 27. He attended the 
public schools of Salem, and later at- 
tended business college. He was private 
secretary to Mayor Howard of Salem 
and did some newspaper work, being a 
member of the Essex County Press 
Club and Industrial Editors’ Associa- 
tion. About six months ago, he con- 
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ducted some experiments with a harness 
buckle made by I. Ravich & Sons, and 
perfected a very clever little device 
for strap pumps known as the Priscilla 
Buckle. He is now devoting his 
time tothe promotion of this device, 
which is an adjustable slide and will fit 
the woman who has a fat ankle, as well 
as the woman with a slim ankle. This 
little fastener comes in gold, silver, 
nickel plate, gun metal and japan. 


SHEPARD NORWELL OU TING 


Employes to Extent of 1,000 Enjoy 
Outing at Nantasket Beach 


A sail down the harbor, field sports, 
dancing and other forms of ent ertain- 
ment were enjoyed.by 1,000 employes 
of the Shepard Stores at their annual 
outing held last Saturday at Nant asket 
Beach. W. E. Weston of the Shepard 
Glee Club, led community singing. A 
clambake dinner and informal concert 
opened the entertainment. The fifty- 
yard dash—a boot and shoe race, par- 
ticipated in by Allen Gould, Marion 
Golden and Edith Bachrach—was an 
interesting feature. 


THE HOVEY OUTING 


Employes to the Number of 500 Hold 
Fifth Annual Event 


Employes of the C. F. Hovey Com- 
pany, to the number of 500, held their 
fifth annual outing under the auspices 
of the Mutual Benefit Association on 
Saturday, July 17. The meeting place 
was Thompson’s Grove, Silver Lake, 
Wilmington. 

A feature of the outing was a tribute 
paid by the company to its older em- 
ployes. Those having served forty 
years or more were invited to meet at 
the store on Summer Street, where auto- 
mobiles were waiting to take them for a 
trip along the North Shore as far as 
Beverly and Salem before going to 
Silver Lake. At the picnic grove special 
tables and luncheon had been provided 
for them, and, following the luncheon, 
President Louis Rivers made a brief 
speech, praising them for their faithful- 
ness and presenting each with a gold 
coin. Twenty of the older employes 
were in the special party. 


Special Offerings 


Women’s white canvas shoes at $3.85 
in pumps and oxfords were the big 
sellers this week at the shoe department 
of the C. F. Hovey Company. Every 
pair was perfect and clean—seven 
different styles were offered. The 
pumps came in high heels, low heels 
and baby Louis heels; the oxfords came 
with high and low heel. There were also 
some kid, and buck shoes at $3.85. 
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RANGELEY MOCCASINS 


FOR COMFORT AND SERVICE 
A CAMP AND SUMMER SPORTS MODEL 










Stock No. 841—Chocolate Elk 
Rangeley Moccasin, 5-inch, duflex 
fibre sole, elk mid-sole, special ten- 
nis heel, Rangeley last. 
Stock, 6 to 11 D, E; to order, 6 to 11 
A to EE. 


Stock No. 831—As No. 841, 
Smoked Elk. 
Stock, 6 to 11 D, E; to order, 6 to 
11 A to EE. 


Stock No. 811—Smoked_ Elk, 

Bengeiey Moccasin, 5-inch, double 

= sole, — inch rubber aes 
Kesey t. o er, to 

A . 





The 5-in, height on 
this style ~ out 
the dirt and pro- 
tects the ankles— 


it makes a_fine 
light weight hiking 
shoe. 





Stock, 6 to 11 E; to order, 6 to 11 
A to EE. 


Stock Ne. eee 5 on yy Hm 
Rangeley Moccasin, 5-inc' 
elk sole, 5-8-inch rubber heel, 


> jo To ester, 6 to 11 








The Above Styles Are Also Made for Women, Boys and Youths. 
May We Send You a Catalog That Illustrates Our Entire Line? 


G. H. Bass & Co. -  Shoemakers - Wilton, Maine 



























































ON THE FLOOR READY FOK DELIVERY 


Style eo whhe Reignskin “Theo Tie,” Turn, 18-8 Full 
Louis Heel, AA -50 
Style 101-—Ae chev, 14-8 Wood Cuban Heel, AA, A end 


Style ae Reignskin “One-Strap,” Turn, 18-8 = 

Louis Heel, AA to C.. 2... cece eects ess eee eee e se ces 

cine 1706—White Cloth Lace Oxford, Goodyear Welt, ries 
llitary Heel, AA to B.......--cereceeeereseeeseees $5.00 


If not on our mailing list write us 


G. E. LIPPMAN SHOE CO. 


1627 Washington Ave., 7th Floor, St. Louis, Mo. 
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Why Continue to Break Counters? 
BUY 
THE MODERN SELF-ADJUSTING 
COUNTER SOFTENER. 


SOFTENS THE COUNTER 
WITHOUT BREAKING 





Arm works with foot lever, 
allowing the operator to use 
both hands in handling the 
shoe. 

The inside counter form is 
self-adjusting, and it is not 
possible to break the counter. 
Occupies very small space and |, 
can be quickly assembled or 
taken down. 


PRICE $10.00 Each 
Just the Thing for the Shoe Retailer 


FRANK W.WHITCHER CO., ‘Boston 
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A white window, beautiful in arrangement, with gray velour curtains for a background; the floor is of 
gray velour with an oak border. Display stands are of glass, with ivory bases and columns; sprays of lavender 
sweet peas, in trellis effect, form an effective center trimming; two tall palms in wicker vases on either side give 
the window a pleasingly cool atmosphere, while little knots of green velour, with moss rosebuds, further 
White oxfords and pumps for women and children are featured. A perfect 
balance is maintained throughout. Window presented through the courtesy of Shepard, Norwell Co., Boston— 


accentuate the Summer season. 


Frank Corkery, trimmer. 





THE CHATEAU TIE 


A New Style Displayed at the Walk- 
Over Shoe Shop 


The Chateau Tie is a new style which 
is being featured this week at the Walk- 
Over Shoe Shop, 170 Tremont Street. 
This is a one-strap, hand-turned sboe 
with French heel; fastening is made with 
two buttons. It comes in white canvas, 
black suede and black kid, has a pointed 
toe and a 3%-inch vamp. This store 
is enjoying a phenomenal business on 
white shoes. 

Manager John W. Goebel is away on 
a vacation; he will be back ‘on the 
job” about August 1. 


AT J. ANDREWS COMPANY 


Baby Louis Heels Are the Popular 
Sellers 


At the store of J. Andrews Company, 
corner of Washington Street and 
Temple Place, white shoes in buckskin, 
canvas and kid, with baby Louis heels 
are the popular sellers. Business is re- 
ported as fine. Bathing shoes of surf 
satin, in all colors, with a combination 
or corded soles are selling in big num- 
bers; the favorite color is green; high 
bathing shoes are more popular than 
sandals. The prices range from 49 cents 
to $1.49. 

“Tom” Brady, one of the popular 


salesmen of this store, has been busy the 
past week receiving the congratulations 
of his friends. He returned to the 
store a week ago last Monday after a 
two weeks’ illness. 


Shoe Repairing 


While the shoe repairing business of 
the city bas been unusually good up to 
about two weeks ago, it has now fallen 
off considerably, so that it may be 
termed as quiet. This condition was 
anticipated, as during the Summer sea- 
son trade in this direction is never 
brisk, with so many people away—then, 
too, the many reduction sales which have 
been taking place have caused the pub- 
lic to buy new shoes and leave the re- 
pairing of their old shoes until such 
later time as prices of footwear shall 
be higher. 


An Interesting Book 


The First National Bank of Boston 
has issued through its Commercial 
Service Department, a booklet on 
*‘Wool and Woolen Manufacture.” It 
treats of the industry from the raising 
of the sheep to the marketing of the 
finished product. The authors are 
James Paul Warburg and staff of the 
First National Bank and is free from 
technicality. A copy may be obtained 


from the Commercial Service Depart 
ment of the bank. 


Regarding Gordon Goldsmith 


Gordon Goldsmith has been exceed- 
ingly busy the past week at the K. M. 
Stone Importing Company’s booth at 
the National Shoe and Leather Ex- 
position and Style Show. Previous 
to last week, he has been showing the 
lines of the Phillips-Cram Corporation, 
the J. Newton Seitz Shoe Company, 
K. M. Stone Importing Company and 
Benjamin H. Newhall’s at Rooms 
308-310, Hotel Essex. 

Mr. Goldsmith was joined at the 
exposition by representatives of the 
above firms. 


ADD TO LIST 


Names of Boston Offices of Manu- 
facturers Received Recently 

Scott Shoe Company (2 Box Place, 
Lynn, Mass.), 147 Lincoln Street, 
children’s medium grade turn shoes, 
sell to the retail and jobbing trade. 

Portland Shoe Manufacturing Com- 
pany (38 Pearl Street, Portland, Me.), 
207 Essex Street, women’s Goodyear 
welts, sell to the jobbing trade. 


Leather Production 


The production of leather in tanneries 
on the North Shore of Massachusetts 
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I WANT 100 BIG BRAINY MEN 


To Learn this Wonderful Business of Mine 





‘THE merchants of America, men who own stores 
of the better class, wholesalers and manufactur- 
ers, are awake to this master money making idea and the growth 
of the demands for this scientific perfected service of mine nec«s- 
sitates the calling of another class of 100 men to be taught ray 
TK Key, Master money making plan of merchandising, advertising and 
Prsiet finance, that I may be able to handle efficiently this ever grow- 
ing business. If you can qualify, get in touch with me. 


The Kind of How We Do lt 


M en I Wa  _— $10,000 Sold First Day for Pettitt & Lamb 


Herington, Kansas 





Must be of sterling character, 
over thirty—men who have a <2 
broad experience in different lines of merchandise, FH = paaenerrercraers 
some idea of intensified advertising and store ar- : 3 EL ae nhs ‘ait 
rangement—men of fine appearance and of execu- coee She 5 face 2 “hiegy 
tive ability—some knowledge of window trimming me” We). bees 
and card writing. Department managers or suc- ; } 
cessful merchandisers—men who can give bond 
and have initiative and desire to earn $8,000 or 
more per year. Men who want to be busy the We put on perfected special sales 
year ’round at pleasant essential work. for merchants of the better class 
in every state in the Unton and 
every province in the Dominion of 
Canada. 
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To men of the above qualifications, I will give instructions in 
every branch of my special sales plans, free. 


This Course Consists of 


Merchandising Advertising Finance 
Under supervision of Mr. Frank By A. J. Stewart, leading special 1 will personally train you in correct 
Fox, one of America’s greatest val- sales copywriter—will show you methods of finance—the same as | 
uators. You are taught values— the way in copy, lay-out and dis- used in my three banks and in thou- 
phychological arrangement and _ play, as well as perfect you in sands of stores in the United States 
merchandise display by J.J. Leisen, the art of selling by the printed and Canada. Showing how to com- 
recognized authority. word. pound your money monthly. 


A five year contract is given to men who can qualify. Here let me say that 
we have a net responsibility of $500,000. This is not a school run for tuition 
fees, but a big broad appeal from a big financial man to get big broad men 
to help take care of the expansion of the LARGEST SELLING ORGANI- 


ZATION IN THE WORLD. 


Our sales are efficient—No haphazard methods—Powerful Publicity—Economical in 
the extreme—Merchants of the better class solicited—Write for our plan and terms. 


T. K. Kelly Sales System 


Minneapolis, Minnesota 
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continues less than normal. The ex- 
pected starting up of the tanneries, 
July 4, did not materialize. Some tan- 
ners are operating, and are piling up 
le:ther. There is a feeling that the 
denand for leather will exceed the 
su»ply of it, when shoe manufacturers 


get to making Fall footwear in vol- 
ume. 

Fancy leather, for slipper stock, is 
being made in quantities larger than 
a year ago. Snuffed alligator, seal, 
walrus, pigskin, morocco and other 
grains are being made. 


Haverhill 


“ORE NEW STYLES PLANNED 


H: verhill Manufacturers’ Deter- 
mined to Produce Models 
Which Will Sell 


laverhill’s prominence in the Shoe 
E)osition and Style Show held in 
Bo-ton the past week has emphasized 
the city’s leading position as a New Eng- 
land shoe-prodacing center. The shoes 
shown by Haverhill manufacturers at 
their booths and on the runway were 
typical of the novelty styles for which 
this city is famous. On this topic the 
remarks of a local exhibitor are interest- 
ing. He said: “Style all the while is 
our thought in the production of 
women’s turn shoes. Constantly we are 
developing new ideas in patterns with 
a view of evolving a style which shall 
make a pronounced hit. Just now our 
style problems are made doubly diffi- 
cult by trade conditions over which 
we have no control. Merchants are in 
a critical mood. It is difficult to in- 
terest them. However, these condi- 
tions put the ambitious manufacturer 
on his mettle. If the buyer is able to 
resist the styles we are now showing, 
it is up to us to produce styles he can’t 
resist. ‘If at first you don’t succeed’ is 
the way to meet the situation. We 
must keep at it until we evolve styles 
the buyer cannot resist. Non-resist- 
ible styles we might call them. These 
are what our business requires and these 
we must have. With that end in view, 
we will keep on style trying.” 


CONTRACTS NOT FAVORED 


Haverhill Man Believes Scheme Is 
Not Practical 


“Some wise guy,” said a local manu- 
facturer, “has suggested a plan for 
eliminating, or at least, modifying, 
cancellations of shoe orders. His idea 
is that an order should be in the form 
of a joint contract signed by the mer- 
chant and accepted by the manu- 
facturer on the strength of the sales- 
man’s signature. -Under such a plan 
the suggestor says that a merchant 
would be unlikely to overbuy, also that 
having signed an order he would be 
loath to repudiate his signature. There 
are many objections to this plan as 


applied to the sale of shoes. To begin 
with, the salesman seldom has authority 
to accept an order without its first being 
forwarded to headquarters. There are 
so many factors entering the filling of 
these orders, such as credit, changes in 
sample styles, materials, labor, etc., 
that nine orders out of ten require care- 
ful inspection before they can be ac- 
cepted. 

‘*‘We have many old and valued cus- 
tomers on our books whose orders are 
as good as signed contracts. There 
are others to whom a contract would 
mean no more than a scrap of paper. I 
think we will have to continue taking 
orders about the same way as for years 
past. However, I have strong hopes 
that the new council of arbitration 
fostered by the national shoe trade 
organizations and composed of many 
representative shoe men, will be of great 
value in adjusting differences between 
buyer and seller. It is a long step in 
the right direction and merits the 
whole-hearted co-operation of all con- 
cerned.” 


Placing Machinery in New Factory 


Ellis & Hussey, cut sole makers, are 
equipping their new factory on Essex 
Street, with a line of machinery. The 
concern will use the additional space in 
connection with their present factory 
at Wingate Street, adjoining the new 
building. 


New Office for Shoe Concern 


The Pentucket Shoe Company, mak- 
ers of women’s turn footwear, now have 
new office quarters at 64 Washington 
Street. The factory is located at 80 
Phoenix Row. 


New Shoe Concern Formed 


Dunn & Campbell, recently organized 
to manufacture shoes, have leased 
factory space at River Street. and are 
fitting it up with machinery. 


Bays Factory Property 


The Hartman Shoe Company has 
purchased the building on Duncan 
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Street, now occupied by C. K. Fox, 
Inc. It is the intention of the pur- 
chasers to occupy this plant at the ex- 
piration of its lease by the present 
occupants, which will be in about 
eighteen months. 





G. D. Morse With Emerson 


Well Known Shoeman in Charge of 
Chicago Stock Department 


Rockland Mass.— George Dana 
Morse, one of the best known stock 
shoe men in the country has been 
appointed to take charge of the Chicago 
stock department of the Emerson Shoe 
Company of Rockland, Mass. He 
assumed his new duties July 6. 

Mr. Morse has been in the shoe game 
for more than thirty-five years. During 
that time he has had experience in all 
the phases of shoe manufacture and 





GEORGE DANA MORSE 


In Charge of Chicago Stock Depart- 
ment of the Emerson Shoe Company 


shoe selling. This is not Mr. Morse’s 
first connection with the Emerson 
company. He left several years ago to 
accept a position of larger opportunity. 
The rapid growth of the stock business 
of the Emerson Company has created an 
opening which requires a man of wide 
experience and exceptional ability, and 
Mr. Morse has been chosen to fill it. 





New Shoe Stores 


Bauer Bros. Army Goods & Gent's 
Furnishing Store, Fond du Lac, Wis., 
shoe department. 

Philip Mauzi, shoes, etc., Mr. Morris, 
N. Y., shoe department. 
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MILFORD 
MASS. 


STYLE and SERVICE 


in SHOES for MEN 
E. S. TORREY RICE 


ON, 10 HIGH ST. BOSTON,MASS. _— BUILDING 
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Quick service will mean everything to you this fall. We are preparing 
to give it to you. See us in Boston in July or write us now. 


E. S. TORREY 
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THE ATLANTIC HAS IT! 


The Latest 


STRAP TIE 


514—Havana Brown Kid................. $8.00 
515—Glaze Black Kid.................... 7.00 
516—White Hi-Grade Fabric.............. 5.75 
High Grade Turn Soles, Full Louis Heels. 
Widths AA-C. 





Remember:—New up to the minute shoes are always in 
demand. Our factory is running at capacity and we 
can make IMMEDIATE DELIVERY on these styles. 








Wire Your Order—At Once Delivery! 





Atlantic Shoe & Slipper Corp. 


133 Essex Street - - Boston, Mass. 
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Display by George J. Wilson, Inc., Rochester 


BOOT AND 


The Art of Shoe Display 


Clever Exhibits at Rochester Serve as Inspiration 
to Better Window Trims 


Without a doubt the exhibits at the 
Rochester Style Show last week were 
by far the most novel as well as the 
prettiest ever seen at the “Flower City” 
semi-annual event. Elaborate decora- 
tions featured the room occupied by D. 
Armstrong & Co., of Rochester, N. Y., 
makers of women’s fine shoes. The 
Armstrong company literally turned 
an ordinary hotel room into a model 
Summer garden with a fountain of 
running water, a profusion of palms and 
flowers, delicate lanterns and wicker 
furniture. At the same time Armstrong’s 
“Thorobreds” for Fall were displayed 
mighty effectively. The exhibit was in 
charge of E. R. Coffin, traveling 
representative for the Armstrong Com- 
pany. 

George J. Wilson, Inc., who for years 
has conceived and with the aid of Foote 
Associates, builders of window displays, 
developed some remarkable effects for 
the display of his soft sole shoes. George 
J. Wilson, Inc., arranged an exhibit in 
keeping with his product. The tiny 
boots and shoes were shown amid at- 
tractive silhouettes of child life and here 
and there around the room were lifelike 
dolls, in glittering, golden swings. The 
Wilson company displayed 115 styles 
of infants’ footwear—petite shoes that 
for youngsters between the ages of one 
day to three years and there was a 
different shoe for every age, and 
complexion. Novelties as well as 
staples were shown by this manu- 
facturer of tiny boots, from the first 


foot covering—the moccasin—to the 
very newest in the realm of infant foot- 
wear fashion—the silk spat. 

The Verian-Jacobson Company, who 
recently entered the shoe industry in 
Rochester, is another firm which had a 
creditable trim. This company makes 
a specialty of sturdy, durable children’s 
and misses’ welt shoes that sell at 
popular prices. The shoes are sold to 
the retail trade under the name of “Pals” 
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Display by D. Armstrong & Co., Rochester 


which was cleverly brought out in their 
exhibit. The color scheme of orange and 
black was both striking and individual. 
A large doll dressed as a boy sitting on a 
pedestal in the center of the display 
held colored ribbons in his hands and 
directed the attention to some particu- 
lar style of ‘Pals’ shoes. Twenty- 
eight styles, novelties and staples, were 
shown at the exhibit of this company, 
of which Max Jacobson is president and 
L. K. Verian is secretary and treasurer. 

Other clever exhibits were those of 
Utz & Dunn Company, John Kelly, 
Inc., The Menihan Company, C. P. 
Ford & Co., Moore-Shafer Shoe Mfg. 
Company, E. P. Reed & Co., ard 
Sherwood Shoe Company. 


Display by Verian-Jacobson Co., Rochester 
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*‘Anybody 
Can Fit 
Them” 


First Aid to Suffering Feet Should Be 
Supplied with These 









FIRST-AID FOOT-RESTURS 


This is the latest and one of the most popular forms of arch 
support brought out by ““The Man Behind the Arch Support 
Idea” and it has a number of important and novel features. One 
of these is its great ease of adjustment (partially illustrated 
herewith) which allows even the most inexperienced clerk to 
fit it to any individual foot or case requirements. 





















The resiliency, wide heel base and extreme lightness of this arch 
support insures immediate relief and comfort for the wearer. 
Particularly desirable for the ladies, although worn by thousands 
of men everywhere. 

























You cannot give complete service to your trade without a stock 
of these supports along with your other Arrowsmith stock. 


ARROWSMITH MANUFACTURING COMPANY 


CHICAGO Morristown, New Jersey, U. S. A. TORONTO 























July 24, 1920 


a 
"ELE EET TEP E TEE 








ut tate 


ao ee 





WILL SAIL FOR FRANCE 


John B. Brennan to Make Pilgrim- 
age with K. of C. 


fohn B. Brennan, who travels for 
Richards & Brennan, Randolph, is one 
of the group of 500 Knights of Colum- 
bus throughout the country to make 
the trip to Metz, where the Bartlett 
statue of Lafayette, the K. of C. gift 
to the Republic of France, as a me- 
morial, will be dedicated. Mr. Bren- 
nan was one of the first to register 
and his application has been acted upon 
favorably. 

Mr. Brennan will leave New York 
August 7 and will visit Le Havre and 
pass three days in Paris, with a side 
trip to Versailles. The party will visit 
the Argonne and Chateau Thierry, Ver- 
dun, St. Mihiel, Metz, where the cere- 
monies will take place, Nancy, Stras- 
bourg, Milan, Rome, Genoa, Lourdes 
and Marseilles. While in Rome the 
party will be accorded the privileges of 
the Vatican gardens and will be re- 
ceived by the Pope. The pilgrims ex- 
pect to return to New York, Sept. 18. 


REGARDING TITWELL 


Pennington-Crowell Salesmen will 
be on Road August 1 

George M. Titwell of Memphis, 
Tenn., covering southern territory for 
the Pennington-Crowell Shoe Company, 
is a visitor at the factory for the purpose 
of making changes on his sample line. 
Mr. Titwell expects to be in his terri- 
tory August 1. 

REGARDING BOULE 

Looked in Vain for Last Golf ‘‘Hole”’ 

F. D. T. Boule, who extolled the 
merits of Neolin soles and Wingfoot 
heels at the Syracuse convention and at 
the Rochester Style Show, made an 
appointment to meet a fellow salesman 
at the nineteenth hole at the Rochester 
Country Club. Boule, who is no 
golfer, met his friend a few hours later 
than the supposed time and told him 
that after looking all over the course 
couldn’t for the life of him find the hole 
that completes the game. 
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INTRODUCING LAWRENCE 
FITCH 


Who will Assist His Father this Fall 
Selling Glove Grips 


Lawrence L. Fitch of Kansas City, 
Mo., is the son of C. N. Fitch, who for 
twenty-five years has covered Nebraska, 
Missouri, Kansas and Oklahoma for 
the M. N. Arnold Shoe Company. 
C. N. Fitch is assisted by his brother 





LAWRENCE L. FITCH 
Son of C. N. Fitch, Who Travels for 
M. N. Arnold Shoe Co. 


Tom Fitch of Lawrence, Kas., who has 
been in the same territory for eighteen 
years. 

Young Mr. Fitch, who is a graduate 
of the University of Missouri, is now at 
the Arnold factory, North Abington. 
He will be there for the next few months 
to learn all that is possible in regard to 
the manufacture of the Glove Grip line, 
and next Fall will go into his father’s 
territory and assist him from A to Z. 


—_— 





Dave Davis Wins Prize 


Dave Davis, treasurer of the Chicago 
Shoe Travelers and also treasurer of the 











Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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National Shoe Travelers’ Association, 
won the popularity contest conducted 
by the ‘Retailer’? during the Chicago 
National Shoe Exposition. The prize 
was a tan leather Gladstone. 


BEACON CONVENTION 


Plans Being Made for Salesmen’s 
Meet August 16-19 


Plans are in full sway for the conven- 
tion to be held by the salesmen of the 
F. M. Hoyt Shoe Company, August 
16 to 19. At this convention it is ex- 
pected that the wives of the salesmen 
will be present, and plans are being 
made accordingly. 


ST. LOUIS TRAVELERS 


Live-Wire Notes of Men and Their 
Firms 


Vinsonhaler Shoe Company have 
added several new men to their selling 
force; V. L. Rash, formerly of R. P. 
Smith Shoe Company, will cover In- 
diana and Michigan; Ellis W. Kushins, 
formerly of Gaines-Gordon, _ will 
cover the Western Coast; P. P. Houser, 
formerly of Tober-Saifer Shoe Company, 
will cover Illinois; H. J. Shuan, for- 
merly of Reid Shoe Company (Retail), 
will be house salesman. 


Brauer Brothers Shoe Company have 
made additions to their salesforce as 
follows: Chas. T. Foreman, who has 
traveled in Indiana for fifteen years and 
is well known to the shoe trade of that 
section, will cover that territory for 
Brauer Brothers. Isadore Wolarski will 
cover New York. Mr. Curtsinger, who 
has specialized in the children’s line 
and formerly with a large manufacturer 
of children’s shoes in the Central States, 
will cover Ohio, Pennsylvania and ad- 
jacent territory. 


DEATH OF Mc MASTER 


Well-Known Salesman of Julian 
& Kokenge Company 


N. H. McMaster, well-known travel- 
ing salesman for the Julian & Kokenge 
Company, Cincinnati, died suddenly, 
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“KEITH'S KONQUEROR” SHOES 
for Men and Women— 
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bl Always represent the season’s most advanced styles. We aim to keep an abun- a 
e dance of preferred patterns on hand for the accommodation of dealers who find it & 
a an advantage to order from the factory’s floor stock. It has been our custom * 
to ship stock shoes in plain cartons without stamp and this policy will be fol- ® 
a lowed wherever orders do not specify the buyer’s own brand or the well known 
a Keith’s Konqueror trade mark. We cannot impress too strongly upon your = 
« mind the importance of anticipating requirements and placing orders as far in ad- ia 
vance as possible. Transportation facilities are, and as you know have been, 
& measurably inadequate to guarantee deliveries even when the factory has gone bad 
i out of the way to get hurry orders started. Our Boston office offers every op- & 
@ portunity to study Keith’s Konqueror at close range. a 
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The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), MASS. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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New York Travelers Hold Outing 


The best outing ever held by the Boot 
and Shoe Travelers’ Association of New 
York, took place on July 13, at Duer’s 
Grove, near Whitestone Landing, L. I. 
About 200 members of the organization 
participated in the holiday which in- 
cluded a boat trip to and from the 
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picnic grounds; a substantial lunch and 
a real shore dinner late in the afternoon 
and a series of athletic events. 

The steamer Pontiac had been char- 
tered for the occasion and left her New 
York pier at 10 a. m., arriving at the 
grove in time for luncheon. The day 
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was ideal from’the weather standpoint, 
and most of the shoe salesmen, tired of 
waiting in their hot offices for business 
that materializes only in small dribs, 
were glad of a chance to shake the dust 
of New York from their feet in the open 
country. 





as a result of an operation, July 16, at 
Chicago. Mr. McMaster covered the 
state of Texas with the Julian & Ko- 
kenge line, and his friends in that sec- 
tion, as well as many others, both in 
Chicago and Columbus—for he was 
well liked in both places—will receive 
the news of his death with much sorrow. 
He is survived by a widow. The funeral 
was held in Columbus, July 19. A 
number of his co-workers from the 
factory attended. 


AT CHICAGO EXPOSITION 


Walsh, Mueller, Murphy, 
and Arens, Cincinnati 
John J. Walsh, covering the large 
cities of the South for the past thirty 
years for the Julian & Kokenge Com- 
pany, is spending his vacation at Clark’s 
Lake, Mich. 
The following members of the Julian 
& Kokenge Company salesforce were 


Terry 


at the Chicago National Shoe Exposition 
last week: Chas. Mueller, covering 
Illinois; Rosecrans Murphy, covering 
Chicago, Iowa and Canada; C. P. Terry, 
Minnesota, Wisconsin, and L. G. Arens, 
the Northwest. 


JAMES THOMAS DEAD 


Veteran Traveler of Buffalo Promi- 
nent Mason 


The funeral of James Buchanan 
Thomas was held in Buffalo recently. 
For about a quarter of a century, until 
he retired some years ago, Mr. Thomas 
was a traveling shoe salesman for the 
W. L. Douglas Company. His home 
for several years was at 310 West Utica 
Street, Buffalo. The funeral services 
were held from the Buffalo Consistory 
and burial was at Forest Lawn cemetery. 

Mr. Thomas was a 32d degree Mason. 
At the time of his death he was master of 
ceremonies in Lake Erie Commandery 


and was among the leaders in the move- 
ment to build a White Shrine Temple. 
He was a member of Marion Lodge, 
No. 35 of Indiana; Buffalo chapter No. 
71; Lake Erie commandery, Ismailia 
Temple, Ancient Arabic Order, Nobles 
of the Mystic Shrine; Mystic Art 
Chapter, No. 568, O. E. S.; and 
Lebanon White Shrine, No. 3. He was 
also a member of the Woodmen of the 
World, the United Commercial Travel- 
ers and Buffalo lodge, No. 23, B. P.O. E. 


VISITORS IN BOSTON 


Charles G. Chambers, J. H. George, 
Gardner and Reehling 

The “‘Recorder”’ is daily in receipt of 
visits from the traveling men who 
have come to Boston to attend the 
National Shoe and Leather Exposition 
and Style Show, and various outings, 
also to take a survey of. conditions. 
Among those calling this week were 





Buyers’ Easy Reference Directory 


R. A. CHENOWETH & C0, 
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ALL LEATHER - 
WELTS 
One little suggestion to customers who are trou- 


ALIFETIME OF bled with sore and abused feet will lead to more 
SHOEMAKING business. Write for facts about FOOT-GUARDS. 


EXPERIENCE te me foottar = 


HARNEY, TRACY, CREHAN CO. FLEXIBLE ARCH SUPPORT COMPANY 


FACTORY : 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 69 E. 12th Street New York, N. Y. 











Relieved Customers—Better Busines ; 
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FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 


SOLE LEATHER ! your mecengs. 


AN D Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 


BELTING BUTTS | pamphlets, ete. 
Write the Editor, The Export Recorder, 207 South St., 
TANNAGES Boston, for his opinion of our work. 


St. Marys Mit. Jewett Burke Muskegon jj | [D’AVESNE TRANSLATION BUREAU 


882 Summer St., Boston, Mass. 755 Boylston Street Boston, Mass. 

















PIECE OF TABLEWARE may be solid silver without 

the. “sterling” stamp, the accepted “Hall Mark” 
of quality. 

But you don’t know. 

A Bank might be honest and efficient without Government inspection. 

But you don’t know. 

A business concern may be absolutely responsible without a commercial rating. 

But you don’t know. 

A publication may have the circulation it claims without verification by the Audit Bureau of 

irculations. 
But you don’t know. 


Better Be Sure. 
The circulation of the Boot and Shoe Recorder is verified by the A. B. C. 
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Charles G. Chambers, Memphis, who 
travels for Robinson, Bynon Shoe Com- 
pany, Auburn, Me. Mr. Chambers 
is a member of the ‘Recorder’s”’ 
fsmily of readers; he has taken the 
p.per for the past fifteen years. “I 
h-.ve one of the best lines in the United 
S.ates and thoroughly enjoy my work. 
(.nditions are improving in the retail 
t:ide. We have received very few can- 
c jlations—none at all from the big 
n «rchants—the small ones are the only 
o.enders, who think that shoes will 
d.cline in price. They do not realize 
that prices have reached the bottom and 
w:] move up instead of down.” 

!. H. George who accompanied Mr. 
Chambers, is also from Memphis: he 
tr: vels for the Piehler Shoe Company. 

:. Gardner and A. S. Reehling called 
at the “‘Recorder’’ office recently; they 
seli S. Halle & Sons’ line. Reehling 
travels in West Virginia, Western Mary- 
land, Pennsylvania, Ohio and Ken- 
tucky. Gardner’s territory is Virginia, 
North and South -Carolina, part of 
Tennessee and part of Georgia. These 
young men report that business is a 
little slow, just now, but they anticipate 
a good Fall business. 


WITH MANNS-OWENS 


P. A. Crafts to Cover Ohio, Michigan 
and Indiana 


P. A. Crafts, formerly with Lewis A. ° 


Crossett, Inc., at North Abington, has 
resigned his position to take a place 
on the salesforce of the Manns-Owens 
Company of Cincinnati. He will cover 
Ohio, Michigan and Indiana. He will 
remove his family to Cincinnati just as 
soon as he can procure a suitable loca- 
tion. 


CENTRAL’S SALESFORCE 


List of New Territories and Men 
Covering Same 


The Central Shoe Company will open 
new territories the coming season as 
follows: Northern Michigan, represent- 
ing H. M. Crull; Ohio, Frank Schroe- 
der; Southern California, A. C. Kelley; 
Texas, J. B. Follmar; Virginia, T. N. 
Walthall; West Virginia, W. C. Wells; 
Indiana, B. R. Lovell; Mississippi, R. R. 
Ragan. 


OAKMAN AT MARSHFIELD 


President of N. S. T. A. Enjoying 
His Summer Home 


Waldo M. Oakman, president of the 
National Shoe Travelers’ Association, 
representing the Pels Shoe Company, 
has returned after his Spring and 
Summer trip, which took him as far 
west as the Pacific coast. He is now at 
his Summer home at Marshfield Hills. 
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New Plant of the Weyenberg Shoe Co., at Portage, 
Wisconsin 
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Wrinst conor SHOE Sage iw THE 
new PORTAGE, WIS. Factory 
WE VENBERG Stor Mra Co. 


The above picture shows the rear 
view of the Portage factory and shows 
only one-half of the length of the build- 
ing. The building itself is one of the 
most modern shoe factories in the 


Northwest in safety, sanitation and 
efficiency. The entire equipment and 
machinery is of the latest type and 
model, all tending to maintain the high 
standard of Weyenberg shoes for service. 





GOES TO BOSTON 


Salesmen of Walton Shoe Company 
Leaves Charleston District 

H. M. Bowles, salesman for the 
Walton Shoe Company, has left Charles- 
ton, W. Va., for Boston, Mass., to visit 
his firm and take out a new line of 
samples. He will return to West Vir- 
ginia in a short time. 


Mountain States Con- 
vention 


To Be Held at Albany Hotel, Denver, 
Sept. 8, 9, 10 

The convention of the Mountain 

States Retail Shoe Dealers’ Association, 

composed of the States of Colorado, 

Wyoming, New Mexico,- 

Arizona, will be held at the Albany 


Utah and. 


Hotel, Denver, Sept. 8, 9 and 10 

President Harry E. Fontius is already 
arranging the various committees and 
proceeding with convention arrange- 
ments. Larger display space for manu- 
facturers will be arranged for this year 
in order that none may be disappointed. 

The convention comes at a time when 
merchants in that section of the country 
are interested in buying. The con- 
vention is attended by the principal 
merchants and buyers of the five 
states, so the display spaces are at- 
tractive propositions for manufacturers 
and wholesalers covering that territory. 





New Shoe Stores 


Hans Haugland, Karlstad, Minn., 
shoe department. 
J. C. Clevinger, Pikeville, Ky. 
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A raseball News from the 


Shoe and Leathe 


THE ARCH PRESERVER TEAM 


With an Account of the Players 
Winning Ball Pitched 


The Arch Preservers, the Selby Shoe 
Company’s team, are playing good ball 
in the Industrial League of Portsmouth 
and are surely giving the other teams a 
close race. Regardless of the fact that 
the other teams are composed largely of 
“‘seasoned”’ players, the Selby team, the 
majority of which are youngsters, have 
been making a good showing. 

Monk is one of the best catchers to be 
had in the vicinity, and he is improving 
every day. Widg is a hard worker and 
is always in the game. Smith and 
Weber are always ready to jump in 
and take Monk’s place if he should be 
injured; this team is well fortified in 
the catcher’s position. Lewis, Spence, 
Wowrey and Adams are all doing their 
utmost to pitch winning ball, and their 
efforts in the past will prove this state- 
ment. 

First base is well taken care of by 
Manager Joe and Spence; in fact, they 
are doing their share to keep up with 
the procession. 

A star second sacker is Collis, who 
has been playing a great game, and he 
says he is only getting started. In 
Hock, at short, the best ball player seen 
around Portsmouth for some time has 
been discovered. Although an out- 
fielder by choice, Hoch has been going 
at “great guns on short.” His hitting 
and base running have been a sensation, 
and it is predicted right here that Eddie 
is headed for the Big Show, without 
very many “stop overs.” Forest 
(Piggy) Burtram has been holding down 
third base and he has done finely, al- 
though this is his first season for six 
years. 

Stewart, fast left-fielder, has been out 
of the game for a while with a bad leg. 

Weber, in center, is no bigger than a 
mosquito, but he is fast and covers lots 
of territory and very few balls get away 
from him. 

Kerns, in right, is a real ‘“‘vet’’ in the 


game, but in action he is a youngster 
through and through. 

Red is getting his eye on the ball, and 
the grand stand can look for some safe 
swats from him, especially when there 
are some runners on bases when he 
comes to bat. 

Paul Bihlman is good anywhere, and 
has been playing a star game in the 
outfield. 

All in all, the Arch Preserver team is 
well balanced, and with a little more 
practice is sure to come through the 
season with a good record. We have 
some good hitters and when they get 
their war clubs to working there will 
sure be something doing. 


A Fast League 


The Industrial League this year is the 
fastest league ever seen in Portsmouth, 
and the showing the Arch Preserver 
team has made so far speaks well for 
their efforts. Manager Joe is always 
anxious to strengthen his team. 

The rooters have been loyal to the 
team and are confident the boys will 
give them a good brand of baseball. 
The teams are evenly matched and the 
average attendance is around 2,000. 
McELWAIN, HUTCHINSON AND 

WINCH 


Not Afraid of any ‘“‘Semi-Pro”’ Or- 
ganization 


The McElwain, Hutchinson & Winch 
Company, Boston, is playing lively 
baseball this year. Already they have 
pulled off ten games, in four of which 
they have been winners. This team was 
organized some time ago by L. A. Shea, 
assistant superintendent of the ware- 
house. The personnel consists of the 
following: Captain, Austin Eaton, 
first baseman; catcher, R. Hassett; 
pitchers, William Hunt, Maloney and 
Sawyer; second base, “Dutch” Ward; 
third base, Walter Hassett; short stop, 
“Larry” Shaw; left fielder, Morrison; 
center fielder, Golner; right fielder, 
Burke. 
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This team is represented in the Bos 
ton Business League and have som 
remaining games still to be played. 
One of their opponents will be the team 
from Falmouth Heights, which they wil! 
meet probably August 7 or 14. Their 
complete schedule for the month of 
August will be announced later. They 
will play a number of “semi-pro’”’ or- 
ganizations in and about Massachusetts. 

The members of the team are very 
enthusiastic and say that they are not 
afraid of any “semi-pro”’ organization 
in Massachusetts, and are prepared to 
meet all “‘comers.”’ 


WALK-OVER BASEBALL 


.Players Are Enthusiastic—Interest- 


ing Games Listed 


The Walk-Over Baseball Team of 
Brockton is meeting with its share of 
victories and defeats—but we've got 
the team now! Watch us creep to the 
head of the league! so says “Walk- 
Over Factory Prints.” 

The Walk-Over Baseball Team re- 
sumed play last Saturday, July 17, 
when it stacked up against the strong 
St. Ambrose team of Dorchester. 

The Speedways with Buck O’Brien 
pitching are the next opponents. 


Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 
Changes 
Cleveland, O.—M. H. mmentiel, shoes, etc., re- 

out ah 
Chester, Pa. 
remov 
Columbus, O.—John M. adel ce, shoes, etc., 
i ted with authorized capital of 


$400,000. 
Portsmouth, O.—John A. Newman, leather and 
ings, recently 
Houston, Tex.—Houston Shoe So. (107 Main 
Street), “wholesale shoes, recently commence 
business here. 


Tex.—Rosenberg & Rosenberg, 

lissolved partnership; succeeded 
by Rete ax Pam oy 

West Allis, Wis.—Joseph reseana, shoes, reported 


sold out to Coates 7 
Two : ewe, Wis. 1. Schneider B Jietete, shoes, 
Latan, Wis. ae wacenoded by BH & Sons, Wien tented selling 
hoes, ote. prot 


or sold ou 
hasbeen. Wisc. Ss. 
sold out to Van Rooy coh 
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RUBBER FOOTWEAR 

(Concluded from page 85) 
shoes, especially the high ones, for 
vomen, misses and children. On men’s 
lines, mostly brown. In the Winter 
: large number of these shoes are sold 
for gymnasium wear, especially the 
black ones. 

A big Spring has been enjoyed on 
subbers, particularly footholds. The 
‘all and Winter stock is now arriving. 
‘his store prides itself on its good 
supply of women’s hip rubber boots— 
also on overshoes. The other day, a 
customer came in and ordered a pair of 
cvershoes for next Winter, as she said 
that she had wanted a pair all last 
Winter and had not been able to pur- 
chase any, so she was getting them this 
year in advance. Last year, this store 
had phone calls from places as far away 
as Fall River. 
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demand, and brings all the way from 
30c to 65c a foot, according to tannage, 
color and selection. 

These wide ranges in upper leather 
must be studied if the reader is to rely 
much on quotations in his purchases of 
shoes. It should always be remembered 
that it depends upon how good a shoe 
and what kind of a shoe is wanted. 
The range in kid, calf, and side leather 
is very wide for this reasen. The nature 
of the skin should be taken into con- 
sideration, the fineness of the tannage 
and other factors which make for a high- 
priced or a low-priced leather. 

The way one leading tanner expressed 
it to the writer was: ‘‘We expect a 
gradual working back to a normal basis. 
We do not expect it to come with a rush, 
but we believe that the worst has been 
passed, so far as dulness is concerned, 
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Mr. Lincoln will accompany them 
home at the end of the season. 

Work was started recently on the 
new front to the Swope Shoe Company’s 
store. This is to be a full glass front, 
the large pillars which cut up the win- 
dow space having been removed. The 
job will be completed about September. 

C. F. Reith, president of the Juvenile 
Shoe Corporation, and Mrs. Reith are 
motoring through Yellowstone Park on 
their vacation. Mr. Reith will remain 
away only two weeks, but Mrs. Reith 
expects to sojourn in the West during the 
heated term. They will motor back 
later. 

P. H. Fahrendorf, advertising men- 
ager of the Brown Shoe Company, and 
family have gone to northern Minnesota 
where they will remain during Mr. Fah- 
rendorf’s vacation. 

Elisha Alden, vice-president 
and manager of the Carthage 





DO’S AND DON’TS 


A Few Remarks Regarding 
the Care of Rubbers 


Keep rubbers clean when 
not in use. 

Rubbers should be washed 
in cold water, with soap if 
necessary. 

Keeprubbersin a dark place. 

Do not store rubbers in high 
temperatures. 

Do not let rubbers freeze. 

If rubbers are put on the 
foot while frozen, they are 
liable to crack. 

If a rubber boot is kept for 





White Buck Dress Shoe, with Military Heel, Good- 
year Wingfoot White Toplift; White Neolin Sole. 


Shoe Made by Carlisle Shoe Company. 


(Mo.) factory of Juvenile Shoe 
Corporation, was a visitor in 
St. Louis recently. 


Plan to Attend Convention 


Carl Epplen of the Palmer- 
Epplin Shoe Company of 
Lincoln, Neb., and representa- 
tive of the Nebraska Shoe 
Retailers’ Association, was in 
St. Louis several days recent- 
ly and while here stated that 
Omaha and Lincoln were form- 
ing a large delegation to come 
to St. Louis next March for the 
Retail Shoe Merchants’ Coa- 








a long time where it is warm, 
it will over cure, or crack. 

Sunlight tends to take quality out 
of rubbers. 

Keep rubbers in a place where 
temperature is fairly even. 





THE LEATHER MARKET 

(Concluded from page 87) 
This does not mean that there were 
large purchases. It is reported that 
some of the largest tanners are begin- 
ning to pick up branded steers and cows 
at the low prices prevailing, but there 
will not be any large hide buying move- 
ment until there is a more general pur- 
chasing of leather. 


No Change in Upper Leather 


There is virtually no change in calf 
leather over the past few weeks, the 
best black and colored smooth stock 
bringing from 80c to around $1.00 per 
foot, according to quality and selection. 
Some of the finest suede leather is still 
held at higher prices, according to tan- 
nage. Much the same may be said of 
side leather, which is in fairly active 


and we look for a busier Fall than the 
period through which we have lately 
been passing. 





St. Louis Notes 


Live Wire Items Regarding Men and 
Events 


G. W. Morgan, sales manager and 
advertising manager of Vinsonhaler 
Shoe Company, left recently for his 
vacation. Mr. Morgan was married 
before leaving, so his vacation will also 
be the honeymoon trip. 

Chas. B. Spallsbury, secretary and 
style manager of Johnson, Stephens, 
Shinkle Shoe Company, attended the 
Chicago convention last week and from 
there went on to the Boston Style Show. 
Before returning he looked after busi- 
ness in New York. Mr. Spallsbury will 
return to St. Louis about August 1. 

Norman L. Lincoln of Lincoln Store 
Supplies Company returned recently 
from Wequetonsing, Mich., where he 
had located his family for the Summer. 


vention. 





Rochester Shoe Plant May 
Be Moved 


Levenson Shoe Company Deciding 
Advisability of Moving 


The Levenson Shoe Company, man- 
ufacturers of children’s and misses’ 
shoes, are considering the advisability 
of making their home in Honeoye Falls, 
N. Y. The company has been trying 
for some time to come to an agreement 
with the labor factions, without suc- 
cess, and realizing their inability to 
come to terms, are negotiating with 
the near-by village for the proposed 
removal of their factory. The 
Levenson Shoe Company was formed 
about eleven years ago and employs 
several hundred workers. 





George Ashton of the All America 
store, Salem, got a shoe rack from a 
neighboring shoe factory, and put it 
just inside the door of his store. On it, 
he placed clearance sale shoes. The sales 
ran high, by the way, while the com- 
peting sales were going on. 
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Pittsburgh 


SUMMER SALES 


Retail Merchants Are Clearing Off 
Their Shelves 


Nearly all shoe merchants, from the 
conservative one-price shops, down to 
the cut-rate stores, have resorted to 
sales of one kind or another during the 
past month. And a good many retail 
stores ‘are continuing this policy for 
the present month of July. Shoe de- 
partments of the large department 
stores seem to be underselling one 
another. Merchants are determined 
now that seasonable footwear must be 
off their shelves very soon regardless 
of the sacrifice. 


At Queen Quality Shop 


Issuing an advance notice in the 
newspapers of a “different” kind of 
shoe sale, the Queen Quality Boot 
Shop offered its clean, newly arrived 
merchandise of $12 and $15 values for 
$5.85 and $6.85. Thousands of high- 
grade pumps and oxfords in all the 
desired new models—brown calf, black 
kid, patent leather, etc., were placed on 
sale and wise women were advised to 
buy several pair at the above unusual 
prices. 


AT WALK-OVER’S 


Meeting for Better Sales- 
J. Mensch, Instructor 


School 
men, C. 
C. J. Mensch acted as instructor to a 

class of 20 salesmen who are members 

continuing their course of Better Sales- 
manship. During the course of the 
evening’s program, three sales were 
made by six salesmen of the Walk-Over 
stores and upon the completion of the 
three sales constructive criticisms were 

made regarding the essential steps of a 

correct sale. Mr. Mensch strongly em- 

phasized the points in the art of modern 
salesmanship and showed wherein these 

principles were applicable in the im- 

provement of a salesman’s daily en- 


deavor. 


Change at Hanover’s Store 


Hanover’s store on Smithfield Street 
is closing out their women’s depart- 
ment to make room, as they announce, 
for their increased men’s business. 
Every pair of women’s shoes comes 
under the reduced price of $3.95. 


New Shoe Store 


Feltman and Curme recently added 
another store to their system of chain 
stores when they opened the doors of 
their new shoe store at 619 Liberty 
Avenue. Their full line of men’s and 


women’s shoes range in price from $5 
to $6. “Business during the past sev- 
eral weeks has been exceptionally good,” 
reports P. Wisden, manager of the local 
store. 





**Jake’’ Proves His Own 
Case 


Eight-Pound Pickerel Caught in 
Plymouth Woods 


Oscar Jacobi, of the Knox Shoe Com- 
pany, is a fisherman of many season’s 
experience, but he’s especially proud 
of a catch he made recently at Onset. 


OSCAR JACOBI 
And the Eight-Pound Pickerel 


This big pickerel, Mr. Jacobi states, 
measured thirty-one inches, and 
weighed exactly eight pounds—not six 
as was erroneously stated in the “Re- 


corder”’ some two weeks ago. 





Married Fifty-one Years 


Wm. Pidgeon, Sr., and Wife Cele- 
brate Golden Wedding 


William Pidgeon, Sr., and wife, par- 
ents of William Pidgeon, Jr., the newly- 
elected president of the New York 
State Shoe Dealers’ Association, last 
week celebrated the fifty-first anniver- 
sary of their wedding. The elder Mr. 
Pidgeon, still young in spirit, conducts 
his Front Street store in the same vig- 
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orous manner that he did when he 
started into business some twenty 
years ago. For more than forty years 
Mr. and Mrs. Pidgeon, Sr., have made 
their home in Rochester. In 1872 they 
came to America from England, where 
they both were born, in the town of 
Devon. 





Advertises Makes of Shoes 


For the first time in nearly seven 
years Wm. Eastwood Shoe Company, 
Rochester, featured other brands of 
shoes than their own in the store’s ad- 
vertising. The lines mentioned were 
Johnston & Murphy, Howard & Foster, 
Slater & Morrill, Laird, Schober & Co., 
A. Garside & Sons, S. Weil & Co., D. 
Armstrong & Co., Utz & Dunn, Griffin 
& White, Norman & Bennett. ‘These 
brands of shoes are included in the 
“Eastwood Clearance of Summer 
Shoes.” 








MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 
Sake 6 suit ail kinds of 
will enable you to get 
along with less help, save 


the wear and tear on your 
shelving and help the ap- 


Write for our latest ca 

showing 18 styles, of ‘ot 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2410 No. 10th St. 
ST. LOUIS, MO. 


é, fi “FISHER” 
SUPPORT 
Without A Ry 


2 es and 


ent should 


The New Improved 
“FE, W. bd 
SHOE STRETCHER 


will just counters or stretch 
= whole iene womens 
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Consolidated Shoe Company 


INCORPORATED 


Boston, Mass.,U. S.A. 


Pat. Vamp and Fox, Mat Top, Button, Cor- 
rugated Sole, Foot Prints center. 4-8. Last 90. 
D width. Spring Heel. 

OE en Tere $1.90 


Pat. Vamp and Fox, Blumenthal white kid 
top, Button, Corrugated Sole, Foot Prints 
center. 4-8. Last 90. D width. Spring Heel. 


No. Q 210.....: Ro ccce0 cp pesinesce deen $2.25 


We have these six styles in stock for immediate ship- 
ment; limited quantity in Boston. | 
however, is at our associate Factory in Pennsylvania. 


SHOE COMPANY. 


CONSOLIDATE 


Stengel’s Patent Ankle Strap, White - 
= -% Lining, Corrugated Sole. Last 90. 
wi 


No. Q 270 4-8 $1.25 
No. Q 470 8-11 1.50 


Close Edge Turns 





Black Kid, Kid Tip, Button, Corrugated Sole, 
Foot Prints center. 4-8. Last 90. Spring 
Heel. D width. 


EE Ae ny eee Ee $1.90 


Havana Brown Kid with tip. _Corrugated 
Sole, Foot Prints center. 4-8. Last 90. D 
width. Spring Heel. 

PE ab cadedeadsccddccasiced $2.17% 


The main stock, 


President. 














WANTED TO PURCHASE 


WANTED TO PURCHASE 


MISCELLANEOUS 




















Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Max Kalter Mercantile Co. 


591 ees 4 New York City 
Phone Spring 5160-5161-5162 











and pay highest cash 


We buy 
for retail sbskenie stocks of shons dum 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone, Stagg 1757 














DO YOU CONTEMPLATE 


Retiring or going out of business? 
tock of show. value for your entire or surplus 


Leases having a short term to run taken 
over. Established 25 years. 


I, OLENICK 


413 Broadway, New York Tel. 9531 Canal 


MISCELLANEOUS 











\ 








WANTED “eon EXPORT 


Slow 
YOUR Diocontinued Numbers 
Stocks 
FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 








THE OSCAR ONKEN CO. 
1154 4th Street 
CINCINNATI, 
OHIO, U. S. A. 


“MAKE YOUR SHOW WINDOWS PAY YOUR RENT’ 


Every Shoe Store Needs 
“MANCHESTER” 
(Trade Mark Reg. U.S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“‘Manchester” 
Trade Mark Reg. U. 8. 


pippere are made of 
—— tool steel, 
nicke plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the 
insole. 
Be sure and specify 
“MANCHESTER” 


— jaw when or- 
Write us direct if 


your dealer cannot 
supply you. 


Price, $4.50 
Frank W. Whitcher Co. 


Patentees and Manufacturers 


Yd SAHIN VI 








Boston, Mass. 323330" Lake St. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth Pomme WANTED— Four cents por word for each ingertion; 
page per issue: I advertsomentt woven tuts par word for comb insertion, Méluizsem 
ltime 7 times 13 times 26 times 52 times ~i-". A A RE 
$5.00 $4.00 $3.50 $3.00 $2.50 care ivertisement 

, 8.00 7.00 6.00 5.00 

‘ 12.00 10.50 9.00 7.50 

20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


hi as >eE a 

















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


oO ay antlenslly me | ew Jobbing Ls Eastern jobbing and manufacturii 
ouse has opening for sever: ive-wire ener- jouse wants six h class salesmen wi 
getic road salesmen who can produce. Submit established trade for following territories: — allows us to add several 
references and state territory covered. Address Wisconsin, Iowa, ——_ Pennsylvania, Alabama 
C119, care Boot and Shoe Recorder, 207 South St., and Mississi; Louisiana and Indiana. Have 
Boston, J Mass. also some Middle le West territory. opportu- 
~~ ———— nity for the right man. Address C94, care 7 and 
GALESME zN y wanted on commission a for Michigan Shoe Recorder, 207 South Street, Boston, M 
and —— A carry CY line ry gozins exe. girls’, 

misses’ and children’s welts and McKays, ANTED—Salesmen to carry Infants’ Soft Sole 
boys’, youths’ and little gents’ welts. ay > wa 
carried as a side line. References must accompany Towanda ~ a 4 cide Bar. Shear, Gharping & Co. South St., Boston, Mass. 
first letter, or application will not be consid - 

02, care — and Shoe Recorder, 207 


Address Cl 
South Street. Boston. Mens SALESMAN WANTED 
ANUFACTURER of shoe buttons wishes SALESMEN’S 
salesman visiting shoe factories to carry side One who has a following with the best 
ne ot shoe buttons in all texritaries. Address Me. ee in New England states to oe a —~ Cc 0 0 E E P AN 
le ig, Sales Manager, Fisc’ utton Co., of growin s i 
Tenth Ave., New York City. y' boys’, saute” P RATIV L 
- _ - and little ~ & welts. Splendid ——- 
WANTED —Salesmen for Women’s Specialty tion Foal right man. Address C101, 
House for City of Detroit, good ya to care Boot cael hoe Recorder, 207 South 
right man. Address Shane Harris Shoe Co., 137 St., Boston, Mass. 
E. E. Jefferson Ave., Detroit, Mich. 


WANTED—Experienced, live-wire salesmen for 


Men’s high grade Chocolate Calfskin, In- 
Stock Specialty _— Straight 6 per cent com- SALESMAN to carry our line of women’s 
mission basis. Following territories open:— and children’s welt and McKay shoes 


ion 
Virginia, Florida, Georgia, Idaho, Iowa, Kentucky, 
-—_—— Pennsylvania, Tennessee, Montana, for Pennsylvania and Middle West. Only 
wy rontne,. Indiana, Nebraska. Address C- those who have an established trade and 
i 189 189 W. Madison St., Chicago, Tl. one in the habit of making good money 
ALESMEN, one for New York City, and one for need apply. Crescent ShoeCo., 111 Reade 
Northern New Jersey, for well-known line of St., New York City. 
white shoes, sandals and play oxfords, felt and 
leather slippers, and boys’ and girls’ Goodyear welt 


shoes. Commission basis. Address, stating age, 
= oon = ey ae. vara The Charles E. Lynch Shoe Manufactur- 


experience, 
tioned, K316 care t and Shoe Recorder, 127 A salesman for Greater Now York. One line: icanens, Wncineas Wicin, taainaset 


Duane St., New York. who can SELL a line of men’s fine Good- 
the Brock > men’s fine shoes are now making a ladies» 


‘THE following states—lowa, Missouri, Tennessee, 
Kentucky, Arkansas, Alabama, Georgia, New ho arch brace shoe. The United States 
England are open for a real salesman who has an quali Cicuecinenis Nace sed to Be. igush, 


established trade, to carry a short line of Stitch- 
done Shoes made by a patent process which of b in the the president of the company, a patent on 
“ “Address Ci21, care Boot and this shoe which does away with the long 


absolutely eliminates the ripping of stitchdown territory 
shoes. A short = Give fail .- sock prape i. ion lg jer, 287 South S » Boston, sole leather counter, and also all metallic 
appliances for the uplift of the fallen arch. 


let Can be as a side line. Confidential. 
yo a C113, care Boot and Shoe Recorder, 127 These shoes will find a ready sale in the 
-Y. better class shoe stores. We have an open- 


ane Street, ‘New York, 

WVANTED—Salesmen with established shoe Sal W ed a 
Ww trade to carry two samples of men’s fine esman ant ing > x wp tag. 3 sae gym ec 
Goodyear Welts. A strictly Quality proposition T, ct line of high ee mission basis, as resident jesmen 
with shoes carried in stock. A demand for them 0 sell a sho e of high grade turns large cities, West of New York City. 
wherever 7, Give are . An opportunity to make large department store trade. An ex- Add het ea Tae Chestes E. 
real mone ive full account of experience when 7 

mo ¥ aan ane tan aan te ee opportunity for a high ona Lynch Shoe Manufacturing Company, 
oe 207 berth Street, Boston, Mass. Son poms stan care Boot mgt hoe Brockton, Mass. 

MANS soos hast of ‘men's “medium grade scenden, 207 fensth Steset, Reston, Mass. 


shoes has an openin oo a ca 
srt ea ase? sonora hada - fer Real Sel 
rep ° 
C100, care Boot and Shoe Recorder, 207 South pportunity for esmen 
Street, Boston, Mass. A REAL OPPORTUNITY An Eastern manufacturer of men’s fine 
WE aarecRint As Too Mae” Wart aad FOR BIG MEN Gotetiaier tectia Nor Yor Wie 
> it Virginia, T tucky, 
stone, cut stot bended cad eed 7 vesietion of shes One of the largest manufacturers ~ Wisconsin,” lows,” Neb 
fcr lote Adarea®, | Gfhigh grade trademarked men’s | | Niiis"cUb tn ‘any of these/and sus 
samples. Ap yy , dress shoes in the East has open- peeve Se, 06. wilt » Ay iy amet Aga 
ee nee iced Fine of MeKaye, ings for Shoe Salesmen of proven It is astrictly ition. The 
S ‘Little Gents’, Youths’, "Mendl also good ability and experience in selling line is 
live sri aad fora territory, gt — ry, indiana, Tinos, a and Middle Western re- 
issouri and Iowa was geek oe A ~y -wrt i. tail trade. 
== — aaee Only men with wide acquaint- 
ance and demonstrated ability 
can be considered. Address 
C61 care Boot and Shoe Recorder, 


a a the 
, 207 South St.. 207 South St., Boston, Mass. 















































South St., Boston, Mass. 
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POSITION WANTED 


LINE WANTED 





A FIRST class Jewish shoe man, 29 years, 

ten years’ experience, wants position as 

man ‘West or South. Worked many years in South 
and is good at trade. Good references furnished. 
At present in New York. Ready to leave at any 
ime. Bernstein, care of Dickstein, 19 W. 112th St., 
New York. 








HELP WANTED 


W ANTED shoe buyer by Northwestern depart- 
ment store, and bonus arrangement. 
\n exceptional opportunity for the right man. 
rive full 7 in your first letter. Address C112, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


MANAGER WANTED—For Walk-Over Shoe 
store in a New England city. Must be man of 
zood address, with —S- a store. Buying 
experience not necessary experience 
and salary anete Confidential. ye C104, 
tare Boot and Shoe Recorder, 207 South St., 

Soston, Mass. 











A Milwaukee manufacturer of high- 
grade everyday shoes will have room for an 
assistant in me Jersey, New York and 
Maryland this season. The volume of 
busi blished is too great for 
one man to handle. Good prospect for 
hustler on commission basis. Address 
C103, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








ALESMAN with office in New York city, Roving 
over a accounts, wants a line 
snappy turn slippers, plain, fancy and beaded for 
New York, Brooklyn, and New Jersey on com- 
mission basis only, with the right line can do a great 
volume of business. Address C107, care Boot and 

Shoe Recorder, 207 South St., Boston, Mass 


LINE. WANTED—Baby line - om or ladies’ 

or gloves for State of Alabama or 
South. Address C106, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


WANTED a line of men’s work shoes to sell the 
merchants of Texas. Have an established 
trade. aorentaggs C116, care Boot and Shoe Re- 
corder, Boston, Mass. 


WANTED by sepeiveset salesman a factory line 
of shoes to sel! Big ty city trade. Penna., New 
York, or Connecticut pr Commninglon basis, 
and finance expenses myself. “Address C117, care 
om and Shoe Recorder, 207 South Street, Boston, 
ass. 


I< bh * to re 5 wopsenens a line of factory shoes in 
or New York or as far South as 
Baltimore. pa open an office in any large city 
in above territory, and finance the ition. 
Am now in Boston. Address C118, care t and 
Shoe Recorder, 207 South Street, Boston, Mass. 




















AGENCY WANTED 


WANTED by whalesle women’s shoe house, 
agency for general line of rubbers for Detroit 
and vicinity. Address C110, care _ —_ Shoe 
Recorder, 207 South Street, Boston, M 











BUYER 


Competent i, er and merchandiser 
women’s and idren’s shoes; give all 
information in ‘frst letter showing fitness 
for position, also detailed past experience, 
references, age and salary expected. 


SAUL WOLFSON DRY GOODS CO., 
San Antonio, Texas. 














MANAGER WANTED 


FFICE AND CREDIT MANAGER for shoe 

factory—To have general oversight of credits 
and accounts, and be able to organize and handle 
sui ully the entire sales office department. 
Address C108, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








Factory Manager—Wanted high class thor- 
oughly experienced manager for established 
factory, making medium priced Ladies’ Welt 
a for retailers and jobbers; man 

perfect record, originality and understanding 
—, Liberal sal and interest in the 
| seer nrc will be given. State full parti 
and experience, will be held in confidence. 
Address C109, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














SHOE BUYER WANTED 








BRAGER OF BALTIMORE 
WANTS A SHOE BUYER 


A young, aggressive man with sound 
department store experience, and who can 
consistently build up a big bee ny 8 will 
have an unusually attractive opening here. 
No man of second rate ability need apply. 
Address P cmd application to A. Stanley 
Brager, timore, ee def 














LINE WANTED 


Wa Senatnctare’ s line Perm 8 turns 
or and turns, for southern territory. 
Would be interested only in an up to date line that 
will t. tablished 








SHOES WANTED 








One Hundred 
Thousand Pairs 


LOW SHOES 
WANTED 


For Immediate Delivery 


We are in the market for 
men’s and women’s low shoes 
for cash. If you have floor 
goods ready for shipment 
address, with details. Ad- 
dress C105, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 














FOR SALE 


FOR SALE—A clean stock of shoes and store 
Page oe tS —— ae ose Wotan 

ess. Good reason for selling. 
Address revise care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


= STORE FOR SALE—Located in Brooklyn, 

Flatbush. $10, 000 stock, requires about 
$7, boo wpe § First year’s business $25, 000. Good 
reason for selling. Address K317, care Boot and 
Shoe Recorder ,127 Duane St., New York. 


For. SALE—Exclusive shoe store in live West 
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Boot and ShoeRecorder 


OFFICES IN 

BROCKTON OFFICE: 224 Moraine 8t., Geo. W. 
NG FICE: kes 

CHICAGO OF Fit E: 389 eat Madigon St. Tele- 


Main 1 B. C. Bowen, Manager. 

sit ‘LOUIS 0 OFFICE. 1627 Locust St’ B. C. 
NEW YORK eOrfi CE: Room 102, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 


orth. 
PHILADELPHIA © OFFICE: 929 Chestnut St. H. 
alter Scott, Manager. 
HAVERHILL OFFICE: Chamber of Commerce 
a Haverhill National Bank Bldg. Geo. 


Hill, M 
CINCINNATI OFFICE: 501 First National Bank 
Bldg. a . Bowen, Manager. ‘elepho: 


Main 
ROCHESTER OFFICE: 609 Powers Bldg. 
— wt ~~ Seward, Western New York Rep- 
phone Stone 6314. 
A. Gannon. 


Ti 
LYNN O FFICE: 


MILWAUKEE OFFICE: B.C. Bowen, Manager. 
Peg Cities: 2 Rue des Italiens. L. Hubbard, 


London Diffice: John C. ee Menges. Man- 
m . 


2, Vienna . Austria. 

ARGENTING: Buenos Aires, Rivadavia, 2721, 

P. Sa bazzini, Gerente. 
G te, Leon Comb Ruaido 

edeas 204, Rio de Janeiro 

CHILE. Santiago, Las Rosas 1123-1127, Otto 

Fubrimaan ite. 
ae Mr. E H. Gomez, P. O. Box 422, Havana, 
: Gerente, Leoncio de Miguel, Librero- 
Editor, 20 Fuencarral, Mad 
MEXICO: Gorente Carlos Elizondo, 4a Del 

Cipres 117 Mexico, D. F. 


—-.. ce: Yokohama, J. F. Wagen, 











SHOE NAILS 


SHOE NAILS 


We are ina position to make immediate 
delivery and offer priority contracts on shoe 
nails. 


P. O. Box 5095, Boston (9) 




















WANTED TO PURCHASE 


\ 4 


We Buy for Cash 


amafeajucees’. Sob dase 3a 
Close-outs. 


NO QUANTITY TOO LARGE 


We also entire stocks 
from or manufacturers. 
Send us particulars of what you io 
oe for sale. 
Taken. 


Term Leases 
ve pay Highest Cash Value. 


VAN PRAAG & CO. - 





ry Dept., Martin Posner, M: 
Nag nee ey New York, N. 
me 2248-2249 Spring 


ONT TOMO OT 





No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 





RECORDER ” all the time. 
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Member of the A 


Getting More Shoes Sold Right; not onl: 
shoe merchants. The ch purpose of “The Boot and price, at the right profit. 
of the entire allied ind ustrles relating to does aol 


Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


SHOE 


Annual Subecription | in “the United States, $5.00! per copy, 25 cents. 
No Subscription Accepted for Less Than One Year 

Root Newspaper Ass'n. Member of Audit Bureau of Circulations 

Entered at the Post Office, Boston, Mass., as second-class matter 


Cable Address BOOTRECO 


RECORDER 


“more” but “right’’; sold for th: ht 
This is is the poy oe of the meant 
eee oe for this is ce hade blem uy: 
leather; their bu e 


Canadian, $6.00. 


production and distri 
Foreign, $10.00 
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Abbott Shoe Co., No. Reading, Mass........ 

Ahearn, John, Boston. . iehoaeen 

Algier Shoe Co., Svechion. N. Y. 

Allied Shoe Co., Newburyport, Mass. 

Atlantic Shoe & Slipper Co., Boston... . 

Bacon-Rollins Co., Lynn, Mass 

Bancroft-Walker Co., Boston 

Barnett Shoe Co., Boston. . . 

Barry, T. D., Co., Brockton, Mass.......... 

Bass, G. H., Shoe Co., Wilton, Me. . 

Bluestein Bros., Boston 

Blum Shoe Mfg. Co., Dansville, N. Y........ 

Brandau Shoe Co., Detroit, Mich............ 

Brooks Shoe Mfg. Co., Philadelphia. . . 

Carter, J. W., & Co., Nashville, Tenn., and 
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Chenoweth & Co., R. A., Boston 
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Kelly John, Inc., Rochester, N. Y 

Keith, P. B., Shoe Co., Brockton, Mass 

Knox Shoe Co., Milford, Mass.,............ 
Kreider, A. S., Co., The........... 
Krohn-Fechhei Co., Ci ti, Ohio 

La Crosse Boot & Shoe Mfg. Co., La Crosse, 





.» Henry, New York City............ 
Lippman, Geo. E., Co., St. Louis, Mo. . 
Lund-Mauldin Co., St. Louis, Mo........... 
Lyons & Hershensen Co., Boston............ 
Marshall, C. 8., Co., Brockton, Mass. ..... 
Marston & Tapley Co., Danvers, Mass 
Mitchell-Caunt Co., Lynn, Mass 
Nettleton Co., A. E., Syracuse, N. Y ; 
Newcomb-Anderson Shoe Co., Rochester, N. Y. 
Nu Baby Shoe Co., Lynn, Mass. . 

Oriental Boudoir Co., The, Haverhill, Mews. 
Packard, M. A., Co., Brockton, Mass 92, 102 





Parker-Holmes & Co., Boston. . 
Pennington-Crowell Shoe Co. . ‘ 
Phillips-Cram Corp., Haverhill, Man... 
Puritan Shoe Co., Inc., New York. . 

Ramsey, E. J., Co., New York 

Reece Shoe Co., Columbus, Neb........... .. 
Rice & Hutchins, Inc., Boston. . 

Richards & Brennan Co., Randolph, Mass. . . 
R-K-L Co., Grand Rapids, Mich. . ne 
Riemer, A. H., Shoe Co., Silineniiee, Wis pie 
Rosenberg, S., Boston. . ‘ Pa ae 

Schapiro Shoe Co., L., Sesten. A SF 
Scientific Shoe Co., Bee York City... aa, oe eee 
Smith, Wm. Sumner, Chicago............... 
Stacy-Adams Co., Brockton, Mass 

Standard Felt Co., West Alhambra, Cal..... . 
Stetson Shoe Co., The, So. Weymouth, Mass. 93 
Stewart Shoe Co., Haverhill, Mass 

Stickles, L. D., Shoe Co., Red Wing, Minn. . 
Thompson Bros. Shoe Co., Brockton, Mass. 
Timson Bros., Inc., Boston 

Tougas Shoe Co., Boston..... . . 

United States Rubber Co.. New York........ 

Utz & Dunn Co., Rochester, N. Y........... 
Wall, Doyle & Daley Co., Brockton, Mass. . . 
Weimer, Wright & Watkin Co., Philadelphia.. 37 
Westcott-Whitmore Co., The, Syracuse, N. Y. 95 
Whitman & Keith Co., Brockton, Mass... .. . 92 
Witherell & Dobbins Co., Haverhill, Mass... 47 
Witherell, E. A. & M. C., Co., Haverhill, Mass. 90 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Company, Inc., Wil- 
mington, Del as 

Baker & Kimball, Inc., Boston. . 

Beebe, Lucius, Co., Boston... “es 

Beggs & Cobb, Inc., Boston 

Besse, Osborn, Odell Co., Inc., Boston. 

Brown, C. D., & Co., Rochester, N. Y. 

Casko Shoe Fabrics Corp., Philadelphia 

Castle Kid Co., Camden, N.J , 
‘hamberlain, B. F., OMA.. .. et 

Creese & Cook Co., Danversport, Mass. 

Donovan Bros., to 

Einstein, J., Inc., New York 

Farnsworth-Hoyt Co., Boston. . 

Foerderer, Robert H., 

Gallun, A. F., & Sons, Milwaukee, Wis 

Holbrook Co., W. H., 

Hub Gore, Boston and ic "York 

Jones Co., F. E., 


Kepner, Cc. D.. r Co., Bosto: 
Keystone Leather Co., Philadwiphia. 
Kistler, Lesh & Co., Boston... 
Lawrence, A. C., Leather Co., Boston 
Levor, G., & Co., Inc., Gloversville, | ee A 
Monarch Leather Co., ” Chicago 

New Castle a Co., 

Pfister & Bg s 

Snyder, H. S. & M. 

Standard Kid Mfg. 

Thomas, Lake & 

Vaughan, Geo. C., sw ng Mass. . 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson & Co., New York. . «jt 
Arrowsmith Mfg. Co., Morristown, Ms:..... 2 
Coultas Co., D. W., Providence, il 98 
Doty & r Sales Co., Ine., “New bagesg 97 
Elastic By hong ne my. Be ata eins 99 


Emery & 
Flexible Arch Support Co., New Yok 
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PUBLISHERS’ NOTICE 
SUBSCRIPTION—The subscription price of 
Boot and Shoe Recorder is $5.00 a 

advance, which includ: 
States, C jian pp 
Islands . The price for Canada 
is $6.00 a year, including 
FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 
All subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 








Goodyear Tire & Rubber Co., pipes, Ohio. . 48, TH 
Lyons, Hugh, Co., Lansing, 
ilbradt wi Co. , St. Louis, Mo 

teiues Tread Mfg. Co., Chicago 
Onken, , Co., Cincinnati, Ohio 
Taylor, Frank, Bosto 
Vanity Novelty Works, Brooklyn, N. 
Whitcher, Frank W., Co., Boston 

Win-Deco Display Service, Boston 


LASTS, MFRS.’ SUPPLIES, 
ESSINGS, ETC. 


Albany Shoe Repairing Co., Boston 
Armstrong Cork ya neaster, Pa... 
Griffin M Mig. C 

as | ong Polish Mfg. Co., Inc., 


aa Mfg. Co., New Britain, Conn. 
United Shoe Machinery Corp., Boston 
Whittemore Bros. Corp 


MISCELLANEOUS 


Atlantic Printing Co., eso 
Bates-Elisw 
Boot & Shoe Recorder ¥ a Dept.. 
Boot and Shoe Workers’ Union, Boston. 
— Purchasing Syndicate, Brooklyn, 
119 


7 
Calderwood & Preg, Boston 
D’avesne Translation abies MING on 53> we 
Edwards, T. J., Bosto Ne REEL Re 
First National Bank of Boston. 
Glauberg & Co., 
Grover, 


MACHINERY, 
DR 


, Max, New York 
Kelly, T. K., ‘Sales System, Minnea 
New York "Export Purchasing 
New Yor! 
Olenick, I., 
Root, F. S., - 
St. Louis Market 
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AINTINESS OF APPEARANCE RESULTING FROM THE JUDICIOUS SELECTION OF ATTIRE. PARTICULARLY 
FOOTWEAR, IS ONE OF THE ATTRIBUTES MOST DESIRED BY WOMEN OF FASHION. 


THE VAST AMOUNT OF FAVOR WITH WHICH FOX FOOTERY IS RECEIVED IS FAR FROM SURPRISING. INDEED 
IT 1S QUITE LOGICAL, FOR FOX CREATIONS ARE THE EMBODIMENT OF ALL THAT IS DAINTY AND STYLISH 
IN FOOTWEAR COMBINED WITH MATERIALS THAT CIVE THE MAXIMUM LENGTH OF SERVICE. 


THERE ARE WOMEN IN YOUR COMMUNITY~—IN EVERY COMMUNITY— WHOSE TRADE THE DAINTY APPEAL 
OF FOX FOOTERY WILL UNQUESTIONABLY WIN, WOMEN WHOSE TRADE WILL SPELL BICGER SALES AND 
BETTER PROFITS FOR THE MERCHANT WHO FEATURES THIS UNEXCELLED LINE. 


CHAS. K. FOX, Ine. Haverhill, Mass. 


New YORK: 

MARBRIDGE BLDG. 
BROADWAY AND 34TH ST. 
Room 632 


BOSTON: 

54 LINCOLN ST. 
CHICAGO: 

GREAT NORTHERN BLDG. 





Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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E. J. RAMSEY 


CUTTING PRICES ON 
Play Oxfords and Barefoot Sandals 


We'need the space—we are going to clean them out 
below actual cost of manufacturing. 


Style No. 1 


No. 88—Cherry lotus plug oxford, 
oak soles, patented double Goodyear 
stitched with welt. Guaranteed not 
to rip. Like Illustration No. 2. 


Reg. Price Cut Price 
$1.55 
1.75 


1.95 


Sizes 
5-8 
8-11 

11%-2 


No. 98—Cherry elk plug oxford, oak 
soles, patented double Goodyear 
stitched with welt. Guaranteed not 
to rip. Like No. 1. 


Cut Price 
$0.90 
1.10 
1.30 


Reg. Price 
$1.55 
1.75 
1.95 


Sizes 

5-8 

8-11 
11%-2 


No. 1055—Tan leather sandal, B. F. 
Goodrich Tex-Tan soles, patented 
double Goodyear stitched with welt. 
Guaranteed not to rip. Like No. 2. 


Cut Price 
$0.85 
1.00 
1.15 


Reg. Price 
$1.30 
1.50 
1.70 


Sizes 

5-8 

814-11 
11%-2 


E. J. RAMSEY CO. 


Style No. 2 


No. 1056—Tan leather sandal, oak 
soles, patented double Goodyear 
stitched with welt. Like No. 2. 


Cut Price 
$0.85 
1.00 
1.15 


Reg. Price 
$1.30 
1.50 
1.70 


Sizes 

5-8 

814-11 

11%-2 
No. 25—Cherry grain sandal, oak 
soles, Goodyear stitched with welt. 
Like No. 2. 


Reg. Price » Cut Price 
$1.10 $0.75 
1.25 85 
1.40 1.00 


Sizes 

5-8 

8-11 
114-2 


Style No. 3 


No. 538—Tan plug oxford, oak sole, 
Goodyear stitched with welt. Like 
No. 1. 


Cut Price 
$0.85 
1.00 
1.15 


No. 400—Men’s tan ventilated ox- 
ford, oak soles, rubber heels. Like 
No. 3. Goodyear stitched with welt. 
Extra special. 


Reg. Price 
$1.30 
1.50 
1.70 


Sizes 


Reg. Price Cut Price 
$2.35 $2.00 


Sizes 

6-11 
Boys’: 

24-5 1.85 1.60 


DAMAGED PLAY OXFORDS 
AND SANDALS 
Infants’ 5-8, Child’s 814-11, 
Misses’ 1114-2 
Ladies’ 244-5% 
Men’s 6-11 


.All salable merchandise, manufac- 


turing value from 2 to 2% times 
prices asked. Absolutely none dam- 
aged to extent of impairing sales 
value. 


967 ATLANTIC AVE. 
BROOKLYN, N. Y. 
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~ KID 
‘The Leather 
for Fine Shoes 


Backing up the Crow 


Uncle Ezra says, ““There’s two things I like a rooster 
for. One is the crow he hez in him, and the other, 
the spurs he hez to back up the crow!” 


Vode Kid Advertising is backed up by Vode Kid 
Quality. Its grades are standardized, its colors are 
dyed thru and thru, and its price is always the lowest 
possible, never ‘‘all that the traffic will: bear.” No 
wonder it is rapidly achieving a place among the com- 
modities popular with the buying public. 


SranparD Kip Manuracrurinc Co., Boston, Mass. 


Branches in New York, Philadelphia, Rochester, Cincinnati 
Chicago, St. Louis, and Montreal 
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WHITE BUCK 
GOODYEAR WELT OXFORD 


CIRCULAR VAMP AND FOX 
WING TIP 
PINKED AND PERFORATED 
VAUGHAN’S IVORY SOLE AND HEEL 





DONN D. SARGENT CO. 


WOMEN'S WELT AND McKAY SHOES 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDCE STREET 195 ESSEX STREET 
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Is Your Store on 


Fifth Avenue? 


national Style Exchange and 

establishes style value just as 
the Stock Exchange controls the 
value of securities. 


eds Avenue is Style. Itis a 


Style is something that will be popu- 
lar the next season—when it will 
cease to be stylish. 


Rent on the right part of Fifth Avenue 
averages about $2000 a foot, and is the 
cheapest rent in the world. That is be- 
cause these stores skim the cream of style. 
Styles are always fresh on Fifth Avenue. 


Any store can be on Fifth Avenue. Here 
and there, throughout the country, there 
are merchants who have grasped that fact. 
They sell what Fifth Avenue sells—when 
she sells it. They study style tendencies 
as carefully as any modiste. For these 
merchants understand that women’s shoes 
are not merely coverings for feet—they are 
the most important element of a costume. 


Fifth Avenue has decreed that hereafter 
shoes must harmonize with the 
gown, just as millinery does. 
The day has passed when a 
woman’s selection was limited 
to conventional blacks and 
browns. The successful store— 
the Store on Fifth Avenue—is 
now able to render a great and 
highly appreciated service by 
aiding a customer to make her 


Think what women pay for hats, hosiery, 
furs and trimmings! That is because cost 
doesn’t count when a well-gowned woman 
is planning a costume. 


Shoes have at last been lifted onto this 
upper level where Style is supreme. This 
result has been made possible by the de- 
velopment of the colored kid idea. 


We believe that every merchant and man- 
ufacturer in the shoe business should make 
a careful study both of colored kid and of 
the costume colors that are to prevail next 
season. 


Free Swatches of F. B. & C. Kid 


To any manufacturer or merchant who is 
interested, we will gladly send swatches 
showing the new color range of F. B. & C. 
Kid. These swatches will greatly facilitate 
selection and insure getting the right and 
most salable colors. 


One more word—the “Stores on Fifth Av- 

enue”’ will do a fine business next season 

and in 1921—just as they always do. The 
women of this country will con- 
tinue to be well dressed, will 
continue to wear shoes and will 
continue to buy exactly what 
they want regardless of taxes, 
tight money, bank loans or nor- 
mal reconstruction. 


Any merchant who really wants 
to get on “Fifth Avenue” will 
do well to write to us. We can 





shoes an integral part of her 
costume, harmonizing both in 
color and pattern. ‘ 


help in a good many ways. 
You will want the swatches any- 
way. 


Amalgamated Leather Companies, Inc. 


FORMERLY F. BLUMENTHAL & CO. 


Wilmington 


Del. 
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Dr. Scholl’s Foot 


It was a task of almost superhuman dimensions that confronted the judges who had 























been appointed to decide upon the Window Trimming Contests which were held in con- ce 
junction with Dr. Scholl’s Foot Comfort Week in June. While a great many photographs br 
were expected, as received in previous years, the vast numbers that poured into this of 
offce by every mail far exceeded all expectations. We were literally th 
swemped with them. 

And, out of the thousands of interesting, attractive sh 
and clever photos submitted, there were few di 

.indeed that were not of such excel- 
lence as to deserve a hand- gr 
some prize. It was, indeed, ye 
a task for the judges to pick $5 
out those trims that had the | 

greatest number of good 
points to receive the cash pes 
prizes awarded. There were e 

fourteen of such cash prize- i 

winners to be selected in Fo 






each of the two classes— 
those from towns of over 
10,000 population and those 
from towns of under 10,000. 


THE 
SCHOLL 
MFG. CO. 














of the 
‘Vinning 
Displays — 
the Judges 
tie] 
CONTEST 
Feld In 
With 


Comfort Week 


Big as the job of selecting the best from so large a field of splendidly executed and 
conceived window trims was, it was finally completed, and the winners were announced 
by the judges. The photos of the first and second prize-winning window displays in each 
of the two classes are reproduced upon this and the opposite page, but, unfortunately 
these reduced views fail to do justice to the originals, ; 

The twenty-four other cash prize-winners are of almost equal excellence with these 
shown here. A complete list of those winners, and some further reproductions of the 
displays, will appear in a later announcement. 

There are no losers in this contest. All of those who competed and sent in photo- 
graphs in accordance with the conditions of the contest, and who failed to win one of the 
cash awards, will receive a beautiful and artistic gold-filled knife, valued at 
$5.00, and with the initials of the winner engraved thereoa. 

There could be no losers in this contest anyway, because 
each dealer received large extra profits and increased 
patronage as a result of putting in the 
Scholl display and showing the pub- 
lic that his was a store of 


Foot Comfort Service. 


Chicago 
New York 
Toronto 
London 
Paris 











The ORICINAL 
Full Grain 
Glazed Horse 


hj IN BLACKS 
IN COLORS 








Strong as Horse 
-——Soft as Kid 





ARISTO KID from your shoe manufacturer 


| Demand the ORIGINAL GLAZED HORSE | 








Manufactured solely by 


B. D. EISENDRATH TANNING CO. 


Chicago Tannery Boston 
130 N. Wells St. RACINE, WISCONSIN 195 South St. 
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More 7 Still Better 
Mary Janes x Mary Janes 


Lower Priced 
Mary Janes 





 [ MARY | ». 
Factory Specialize 
| JANE [2 
Home of Mary 


me | PUMPS | = 











WE couldn't make enough to satisfy everybody who 


wanted them last season. 


But if you let us know your wants now we can prob- 
ably take care of you for next Spring. 


Don’t Miss the Best Mary Jane 
Proposition Before the Trade 


Lyons and Hershenson, Inc. 
Chelsea, Mass. 


Boston Office aM Re 207 Essex Street 
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DENVER OFFICE 
218 Charles Bidg., Denver, Colo. 
TIGER & McNUTT 


In Stock 














This style promises to be a leading seller this 


Fall. 
Women’s Koko Brown Domestic Kid Welt 


Boot, Elite}last, 84-inch height, whole quarter 
and vamp, lace, plain toe, 24-inch leather full 
Louis heel. 


UTZ 


ROCHESTER « NEW YORK 


NEW YORK OFFICE 
| Bush Terminal Sales Bidg.j 


130-132 West 42nd St., Room 1521 G. C. McATEE 


Representatives S. A. McCOMBER, Representative Representative 


PTT Style Shoes 


Quali 
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LOS ANGELES OFFICE 
718 Story Bidg., Los Angeles, Cal. 
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\"DECIDEDLY THOMPSON” 
<r CORDOVAN 


S hronn will be a big cordovan 
demand for Fall and Winter. 
Thompson's Cordovan has become 


a \ 
Ae) Yi 


~ 


Oy 


2 


i, 





famous throughout the retail trade 
for a smooth, bright finish which 
will not grow dull. All Thompson 








A 


Cordovan shoes are cut from selected 
shells. Special finish. Anticipating, 
the demand for Fall, we havein stock 


i) 


for immediate shipment, Men’s Cor- 

dovan Brogue Blucher Oxfords; 

sample from stock or regular line on Men's Cordovan Blucher Brogue Oxford. 
) 


Thompson's Brogue Last. Perforated Wi: 
request. Tip and Heel Foxing. ad 


Na gvinet gt BROS..SHOE (< 


MEN'S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Buiiding 207 Essex Street 35 South Dearborn Street 
Address all communications to Brockton (Campello), Mass. 


IN STOCK 
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U. S. Leather 
Helps Sales 


JNTELLIGENT buying is the watchword to- 
day. The public is insisting upon real worth 
and honest merchandise. 


War time substitutes for leather are no longer 
found in good shoes. The all-leather shoe is 
demanded and the leather must be of the best 
quality to give good appearance and long wear. 


We have been tanners of highest character sole 
leather for generations. “U.S. LEATHER” 
will be found in most of the best makes of 
shoes: it is the standard of quality. 


A salesman of shoes has a prime talking point 
if the goods he sells contain soles made of one 
of our tannages. The worth of our leather is 
known world wide. 


The United States Leather Co. 





The United States Leather Co. of Massachusetts 





New York Boston Philadelphia Chicago Cincinnati 
St. Louis San Francisco Liverpool Paris 
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HUNT-RANKIN 
LEATHER CO. 


i} VELVETTA CALF 
i Tuscan Calf Russia Calf 


Manufacturers of strictly fine full- 
grain aniline dyed chrome tanned 
calf leather. 


Used by manufacturers of exclusive 
footwear throughout the world. Also 
manufacturers of 


Velvetta 
Calf 


The standard suede leather. All 
colors required by manufacturers of 
fashionable shoes. 
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TWO EXCEPTIONAL NUMBERS 
ON FLOOR READY FOR SHIPMENT 


STOCK 
NO. 686 


Lieutenant Last, Bal. 
Madeof Mahogany Calf- 
skin. Pearl leather fac- 
ings and_ trimmings. 
Flush, full sized, felt lined 
tongues, neatly fitted. 
High quality insoles and 
outsoles. Leather coun- 
ters, made channel welt. 
Goodyear ‘“Wingfoot” 
rubber half heels. ON 
THE FLOOR, A, B, C, 
D widths. 


PRICE $7.85 


LESS DISCOUNT 





4 
' 
t 
i 
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STOCK 
NO. 680 


Lenox Last Bal. Made 
of Mahogany Calfskin. 
Pearl leather facings and 
trimmings. Flush, full- 
sized, felt lined tongues, 
neatly fitted. High 
quality insoles and out- 
soles. Leather counters, 
made channel _ welt. 
Goodyear ‘“Wingfoot” 
rubber half heels. ON 
THE FLOOR, A, B, C, 
D 


PRICE $7.85 


LESS DISCOUNT 


Write for Salesman 


J. W. CARTER CHICAGO CO. 


Specialty Manufacturers of Men’s Welt Dress Shoes 


CHICAGO, ILL. 


SALESROOMS: 833 W. CHICAGO AVE. 
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Poetry Sometimes Contains 





Horse Sense 





co thinking world owes debts of great gratitude to the 
poets who, in moments of unusual sanity, gave voice to 
these sentiments: “Somewhere the sun is shining—”; “It’s dark- 
est just before dawn”; “It’s a long lane that has no turn”; 
“Every cloud has a silver lining’’—and so on. 


Strip these effusions of their fanciful expression, boil them 
down into modern, every day philosophy (or horse sense), trans- 
late them into current phraseology and apply them to today’s 
prospects in the shoe business—and what do you get? 


Something like this: 


“We've gone through a strenuous period; some people guessed 
wrong on demand and profits; the public is able to act when it 
wants to, the shoe business is here to stay—on a sound basis; 
the flurry is on the wane; sane times and decent dividends are 


at hand.” 


We believe this. No doubt about its correctness! 





HENNESSEY, MAXWELL & HENNESSEY 
By Thomas H. Maxwell 


Makers of Women’s Welts that are known 
as the best in our Grades 
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With our Outings right You can 
Concentrate on Weyenberg Shoes 
for Service this Season and “Cash In.” 


WEYENBERG 
MILWAUKEE} 
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IING FOR YOU 


Season 

2 =~, 
erg Outings 
are more than 


will help you meet 
and all competition! 


Dunham Bros. Co., 
Brattleboro, Vt., 
are our 

New England 
Distributors 


SHOE MFG. CO. 
WISCONSIN 
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LA-F IRAN CE. 


HIGHEST 
GRADE 


GREGORY | 
& READ CO}; 
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OU who did not visit the Boston Style Show last week cannot 
know how remarkable and creditable the display of the Lym 
Shoe Manufacturers really was—how conspicuous a feature of 

the big show it was. 


But, after all, the /asting significance of our representation there js 
not merely in the quality of the Lynn-made shoes shown or in the 
dramatic success of our exhibiting shoes on the feet of our own special 
group of young women models. 


The predominance of Lynn-made shoes for Women and Children, and 
Lynn-made slippers for Men, in comparison with other goods of the 
same kinds—that is the chief significance of our part in the Boston Shov. 


Making shoes in Lynn seems somehow to create community enthv- 
siasm among the makers. It produces an industrial environment 


ALLEN, GOLLER, LEIGHTON Co. BartTLeETT-SoMers Co. 


Burpett SxHoE Co. CoTrer SHOE Co. 
A. FisHer & Son Grecory & Reap Co. 


WHITE BUCK WELTS 
\\_2r GROWING GIRLS. 
MISSES ond _// 
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that appears to make Lynn an unusually advantageous locality for 
new sioemaking concerns seeking opportunity for successful expan- 
sion. It most certainly fosters the spirit of making better and better 
shoes. 
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aso aaiel om 


ana 


And just now, when turbulent conditions in the industry are gradu- 
ally subsiding, and normal conditions looming strongly on the busi- 
ness horizon, Lynn’s shoe manufacturers can see nothing but satis- 
factory times ahead. ; 


SS i TEL ey NRE RN ad Raa HB 


They are conscious of the difficult situation in which many shoe re- 
tailing concerns are likely to find themselves, by reason of delayed 
ordering and other indecisiveness, and Lynn’s makers of footwear 
are prepared to render every possible assistance when that assistance 
is needed. 


P, J. Harney SHoe Co. Hennessey, Maxwe.i & HENNESSEY 
G.W. Herrick Soot Co. _~ T. J. Krzery & Company 
Watson SHoz CoMPANY Wituiams, Crarx & Co. 


Seanad deiaanidaademeindaedbemaracietesabs caminace. aaieeaanaaanameeamamemmeecteceanane 
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TANNERS OF CABRETTAS 


NEW YORK CLOVERSVILLE N.Y 
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HOWES BROS.GO 


SOLE LEATHER 
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SELECTED 


in Heavy, Middle and Light 
weight, Various Grades. 


DISTRIBUTED 


in Sides, Backs, Bends, Bellies, 
Shoulders and Heads. 


WAREHOUSES AND 
OFFICES 

ST. LOUIS, 1221 Gratiot St. 

CHICAGO, 229 West Lake St. 


CINCINNATI 
713-715 Main St. 


MILWAUKEE, WIS. 
Cor. 10th and Chestnut Sts. 


LEICESTER, ENGLAND, 
12 DeMontfort Chambers. 


Thirteen Tanneries; 2,000,000 
pounds of hides per week. 


TANNED 


from Foreign and Domestic 
Green and Dry Hides. 


HIDE PURCHASING 
OFFICES 


Buenos Aires, Argentina, 
New York City, 
Boston, Mass. 


Main Office and Warehouse 
321 Summer Street, Boston, Mass. 
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TANNERS CUT SOLE CO. 





CUT SOLE DEPT. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and Sort- 
ed to Standards by Experts. 
Enlarged Capacity and Variety 
of Grades enable us to supply 
all demands. 


FINDERS DEPT. 


Oak, Union and Hemlock, 
TAPS, TOPLIFTS, STRIPS, 
BENDS and BLOCKS. Va- 
riety of selections to meet 
every requirement of the Shoe 
Repairing Trade. 


MANUFACTURERS TOPLIFT 


FACILITIES 


Large Capacity 
Extensive Range of Styles 


MANUFACTURING PLANTS 
Cut Soles - 9% Wareham Street Cut Soles 
Finders - - 321 Summer Street 


BOSTON, 
MASS. 


Prompt Service 


DISTRIBUTION OFFICES 

- - = 821 Summer Street 

Finders - - - = 321 Summer Street 
BOSTON, MASS. 

NEW YORK, CHICAGO, CINCINNATI 
and ST. LOUIS 
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Every man is pleased and proud to show his family coat 
of arms—for it is a mark of honor and worth. 








In like manner, members of the New Castle family, 
retailers who specify the genuine New Castle Kid in 
their shoes, are proud to let that fact be known. 


The New Castle Coat of Arms (our trade-mark) is 
the mark of ultimate quality and worth in the 
product. 


BLACK WHITE COLORS 
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New Castle Leather Company, Inc. 
NEW YORK 


BOSTON MONTREAL, CANADA CHICAGO 
and the Principal Leather and Shoe Centres Everywhere 


Factory: Wilmington, Del. 
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Eg ryLe shows, if they accom- 
$y plish their;! purpose, reflect 
=! accurately the marketable 

products of the Industry. « 


ca! Gay 


Watson Shoes for Women, every case 
of them, are, in reality, a miniature 
style show; because we make them not 
merely for show but for wear. ws 


— ae 


D) 


To us the privilege of displaying Watson 
Shoes at Style Shows is but the occa- 
sional opportunity to give evidence of 
a standard of excellence that prevails 
in every pair of our product. os 


——= 


SE 





| 


| 


Ee 











~~ 
a 
— 
a 





|] Aan il 
ii 


11 Watson Shoe company 
| Women's Fine Weilts Exclusive 
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I dort have any trouble 


with shoe lining s” 


An occasional shoe dealer 
expresses himself in this 
way. 


Perhaps he doesn’t-—per- 
haps YOU don’t. 


But that doesn’t mean 
that many of your custom- 
ers are not going around 
with tattered linings in their 
shoes. 


The life of the average shoe 
lining is about one month, while 
the life of the average shoe is 
three. 


This means that for two 
months the wearer is obliged to 
go around with a broken, un- 
comfortable, stocking-destroy- 
ing lining, when a few cents more 
per pair would have saved him 
all of this trouble. 


He doesn’t come back and tell 
you about it, because he knows 
it cannot be satisfactorily re- 
paired, and because he has come 
to look upon poor linings as a 
sort of necessary evil, not know- 
ing that it ISN’T necessary. 





But sooner or later he is going 
to get a pair of shoes lined with 
Red-Line-In, whether by acci- 
dent or design, and from that 
time on he will know that it is 
possible to buy shoes with lin- 
ings that won’t wear out before 
the shoe has commenced to 
wear. 


So much for the wear of the 
LINING; but how about the, 
wear of the SHOES? Do you 
know that Red-Line-In adds 
anywhere from 50c to $2.00 to 
the value of a pair of shoes, by 
keeping them in shape longer 
and making them WEAR longer 
by reinforcing the upper? 


Your shoe manufacturer will 
put Red-Line-In Lining in any + 
of your shoes at a cost of but a 
few cents per pair. Can you af- 
ford to be without it? 


Farnsworth, Hoyt Co. 


Established 1856 
BOSTON, MASS. 


Makes shoes wear longer 








ASK_ 
your 


Manufacturer 
for 


€ - Pr fs 

Retinew 
‘Lined Shoes 
They give from 
fifty cents to two 
dollars worth 
more wear at 
a small extra 
cost.The good- 
will return will 
show in your 
cash drawer. 





A 


Strongest by test- heaviest in cotton -most satisfactory in wear 
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MAPLE BROWN No. 12 
HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 





TERRA COTTA No. 3 
BRONZE No. 34 
WINE No. 6 
? MIDNIGHT BLUE No. 14 
= BELGIAN BLUE No. 21 
BOOZIE BLUE No. 38 
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The vidi hase | Colored 
zed Kid ts 


-SCHERER'S 
KD: 


Tt still remains the fi ioe 
cto be had. 








Oscar Scherer & Bro., Inc. 


29 Spruce Street New York City 
FACTORY : NEWARK, N. J. 


Originators of and Leaders In Fancy Colored Kid 
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GUN METAL 


Your Sure Defense 


To INSURE high quality in finish and in service, specify that your shoes be 
cut from GUN METAL, Calf and Sides. 

GUN METAL is above all things DEPENDABLE. Made to look good and 
at the same time to make good, it is a leather which wins and HOLDS the 
trade of those who demand BOTH style and wear. 

The reputation of GUN METAL, which is world wide, was made and is main- 
tained by leather manufactured by A. C. Lawrwnce Leather Co. Insist upon 
receiving the genuine GUN METAL—A. C. Lawrence’s—there is no other 
rightfully bearing the name. 


GUN METAL CALF GUN METAL SIDES 
Colors and Black 








Lawrence Leathers are Reliable Leathers 








A. C. Lawrence Leather Co. 


161 South Street, Boston 


NEW YORK CHICAGO ROCHESTER 
ST. LOUIS CINCINNATI GLOVERSVILLE 




















July 31, 1920 BOOT AND SHOE RECORDER 


What Is 
Style? 


Style as the manufacturer 
knows it, and style as the con- 
sumer knows it—are two radi- 
cally different things, if they 
are judged separately. 


Reece Ne Se her a 


But the wise manufacturer is able to 
see in his factory the reflection of cus- 
tomer-demand, and is able to make 
his footwear comply therewith. 


The pursuit of this policy is evident in 
A-G-L women’s flexible boots and low 
cuts. 


Allen, Goller, Leighton Co. 
LYNN, MASS. 
Boston Office 207 Essex St. 
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ACE CALF 





INENESS of leather quality de- 


pends upon fineness of texture. 


And in its beautiful mellow feeling Maintains 
texture lies the chief charm of Ace Calf. A 


It comes from our carefully selected raw Standard 


stock plus a tannage which improves ; 
and more closely knits the grain of the Reputation 


leather. 





- Ace Calf will improve your shoes. It 
takes and retains a high polish. 








J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75. South St. 
LYNN,: MASS... U. S.A. BOSTON, MASS., U. S. A. 
NEW YORK’ OFFICE—1T54 Nassau St. 

CABLE ADDRESS ... “TENRAB” 
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Men’s Welts 


IT’S EASY TO MAKE AN ATTRACTIVE 
SHOE—THE QUESTION IS: HOW 
LONG WILL IT STAND UP? 


When a line of shoesis spread for your inspection you can satisfy yourself on the style, the prob- 
able fitting quality of the lasts, and the calibre of the workmanship—but the real essential 
things, such as the quality of the sole leather, the evenness of the upper leather, the textile 
strength of the linings, the thickness of the innersole, those are the things that you have to 
rely upon the integrity of the manufacturer to put into the shoes that go on your shelves. 





The invisible unseen ‘‘things” that make a shoe stand up to the satisfaction of the ultimate 
consumer are present and accounted for in 
the Pennington Line of Quality Welts for 














Brown Novilla Kid..$7.40 || Men. If you could follow your order 
Pfister & Vogel’s 








Wine Calf... os 6.50 
Black Novilla Kid.. 7.20 
Mahogany Calf..... 6.85 
Black Surpass Kid.. 7.00 
Black Mat Calf.... 6.50 
Lotus Calf 6.50 
Waukegan Calf..... 6.15 














through our factory and could see the care 
and rigid inspection that accompany every 
operation, you would say to yourself, ‘““Here 


‘is a manufacturer who makes good on his 


claims for quality.”’ 


We are getting together our line for Spring, 
1921. We are making careful selections 
of the newest lasts, leather and _ pat- 





Calf, Color 15... . $6.50 
Brown Pony Kid... 6.30 
Mahogany m 
Black Pony Kid.... 5.75 
Mahogany 
Gun Metal 

















terns. It will be a winning line from start to finish—but the big portion of our time . 
is spent watching [your order for Fall, seeing that it is coming through right and on 
time, and giving every care possible to those “invisible things” that make Pennington 


shoes “stand up.” 


Pennington 


Call for Goodyear 


r] 


Nearly 100% of Our Orders 


Wing Foot Heels 


Crowell Shoe Co. 


Specialty Manufacturers of Men’s Quality Welts 


MANCHESTER 33 


NEW HAMPSHIRE 
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For Better Business 
Next Winter 


IG _ profits will come to dealers who have 
a full stock of good insoles next season. 
Here’s your chance to get the most profitable 
line on the market—the new /C Cork Insoles. 


An exclusive line of insoles with rare inherent 
qualities and every attractive, sales-pulling 
feature. (6/C Cork Insoles are filled with 
genuine sheet cork and covered with hair and 
flannel in the warm, soft colorings that people 
take delight in. 


OME are covered with hair; others are 
covered on one side or both with extra 
quality flannel. Most styles are bound at the 
edges with harmonizing tape—the rest are 
bound with a strong, serviceable, overlock 


stitch. 





Packed by the dozen in solid or assorted sizes. 


Orders accepted now at a fixed price for delivery 
at any reasonably deferred time. Last winter 
many orders for insoles could not be filled. 
There may be another shortage this year. 
Better play safe! 


Send in your order today for a line of the new 
G/T Insoles. 


UNITED SHOE MACHINERY 
CORPORATION :: BOSTON 


—BRANCHES— 





Auburn, M 

Chlenee tb Sout ae k 
eosee ju arket 

Cincinna 7 way 


yon, Mass........ 
5. K Krieg Co., N. ¥., 39 Warren 











HE less different work shoes 
you carry, the quicker you 
‘can turn your stock. 


That’s the basic idea back of the 
specialized BARKER BRAND Line. It 
is the smallest line from which you can 
supply each work shoe customer with 
exactly what he wants. 


Peg a stronger grip ou the 

work shoe trade of your dis- 
trict. Use our dealer helps and 
push BARKER BRAND by 


Last. Heavy single sole, Goodyear Welt, grain leather in- 
sole,’all leather heel, leather counter. Sizes6to12. Widths name. 


B to E. 


Men’s Tan‘Retan, Unlined, Soft Tip Blucher, Munson 


BIG IN-STOCK DEPARTMENT 


HUNTINGTON SHOE & LEATHER CO. 
HUNTINGTON, INDIANA 
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KINDER-GARTEN | 


WELTS and TURNS 
KINDER- 
GARTEN HESE are the shoes and The ‘“Kinder- 
SHOES 


Garten” Kids are the little advertising 
characters who will help you to sell them. 


The intrinsic quality in “Kinder-Garten” 
shoes and the invaluable selling aid in The 
“Kinder-Garten” Kids Advertising Cam- 
paign makes a sales producing combination 


that will bring more pleasure and profits out 
of your shoe department. 


Let us send you catalogue or samples. 


“Every Pair Is Full of Wear’’ 


MUITH-\} JALLACE 


SHOE co. CHICAGO, ILL. 


TABLISHED 1846 


| 
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‘We are Ghe Kinder-Garten, Kids 
d we wear Xinder-Garten Shoes 
Because they are 
Smooth Inside-Strong Outside. 
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WING FOOT, 
HEEL 


C.S. MARSHALL COMPANY 


BROCKTON 
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The Season’s Boot 


HE above style, A-685, 1s a Brown 
Vode Kid, 10-inch shield top, turn 
boot. Has an extremely heavy sole 
and carries a 19-8 Louis heel. This 
shoe 1s made on our number 400 
last. It 1s “The season’s boot.” 





KIMBALL & SHERMAN CO 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 
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Fall Is Almost Here! 


Folks will soon be coming back to town from the 
mountains and the beaches. 
footwear and no doubt will be guided in their pur- 
chases by good sense and judgment. 


They will need new 


a 
SHOE] CO. }) 


Your experi- 


ence during the last six months shows clearly the 


days. when women want freak shoes are over! 


To harmonize with the 
skirts worn 12 inches 
from the ground, wo- 
men will naturally wear 
boots made of calf in 
brown and black. This 
model has had the seal 
of approval stamped 
upon it by women at 
all the Style Shows. It 
will be a big seller for 
Fall and Winter, and 
you are not guessing 
when you offer it to 
your customers. 








An Approved Style 
For Fall and Winter 








The Brogue Oxford will 
also go big. Made of 
selected calf in black 
and brown, it appeals 
to those conservative 
women who want com- 
fort, wear and style 
combined on a good, 
sensible last. This is 
going to be the uni- 
versal shoe for Fall and 
Winter. Women have 
come to the conclusion 
that good shoes are al- 
ways worth buying! 

And what they want 
they are going to get! 
Can you supply them? 


Get in touch immediately with Sam Katz Shoe Co., Barnett Shoe Co., of Boston; Sternberg-Stopler Shoe 
Co., C. E. Withey Shoe Co., S. Stein & Co., of New York; Idéal Shoe Co., M. Shuster & Co., of Philadel- 
phia; D. Meyers & Son, of Baltimore, and B. Marx & Son of Detroit. They will see that you are taken 
care of on our product to your entire satisfaction. 














W. A. SULLIVAN, Pres. 


192 BROAD STREET 


° YNCH SHOE COMPANY 


B. F. GREEN, Treasurer 


¢YNN, MASS. 

















ee ee 


DO he gam 


iis Pare: 








Ne ile Aa sams anamee ea a aac mammal 











Ceri rir 


Cryyxis) 


SII Iririitiriririiiriiiiid 


Sha N S 


~." 


I 06 0000000000000600 


CCeceere 


It is our aim to make Lindner Shoes for 
women the strong leading line of each 
shoe merchant customer. 

In order that this may be so, Lindner 
fcotwear is madé.tO deserve leadership. 
In style-selection, in material and in fine 
workmanship, every endeavor has been 
made to approach perfection. 

The result is a complete and high-grade 
line of women’s shoes that will surely find 
favor with your particular customers. 


It would please us to hear from you. 


SOO 9SOO SECC E SOS 
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CARLISLE PA. 
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Stock No. 810—Panama Last, Ha- Stock No. 520—Winchester Last, 
vana Brown Kangaroo Blucher, Single Cherry Calf are Throat Bal, Heavy 
Sole, Regular Heel. Sizes and Widths: Single Sole, Broad Heel. Sizes and 
A to D, 5% to 11. Widths: A to D, 5 to 11. 


HIGH CUTS READY 
UNBRANDED — PLAIN CARTONS 


S 


Stock No. 510—Corsair Last, Cherry Stock No. 820—Oh Boy Last, Black 
Calf Varsity Bal, Heavy Single Sole, Glazed Kangaroo Blucher, Single Sole, 


Broad Heel. Sizes and Widths: A to ate Heel. Sizes and Widths: A 
D, 5 to 11. to D, 5% to 11. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 


ROHEHSHEROHREXOKHOHOH: HOM OKG Hoots Mertiotatatartatotatatat 
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View showing ‘‘Vulco-Unit’’ material in process of 
being died out into box toe blanks ready for skiving 


LET THE QUALITY GO 
CLEAR THROUGH— 


Specify “Vulco-Unit Box Toe’’ in all your orders. Its waterproof and 
perspiration-proof qualities will prolong the life of the shoe and preserve 
its style. 


ee ee ee ee 


Apparatus, Process and Products Patented 


SOLD ONLY BY 


BECKWITH MANUFACTURING CO. 
108 LINCOLN ST., BOSTON, MASS. 





AGENTS 
Gc. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 
Chicago, Il. St. Louis, Mo. Cincinnati, Ohie 
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BUSINESS DEVELOPERS 


Just now in the heart of the summer season 


OXFORDS - PUMPS 


AND 


WHITE SHOES 


for the little folks are in strong demand 


SCIENTIFIC 


Need no introduction. Their quality and 
character are universally known. We have a 
good stock of many seasonable styles, of which 
we list a few. 


























WHITE CANVAS 


ee oe 
; No. 102—Spring Heel, 3-8... ........... 26...) 2s 
Also made in GUN METAL, TAN, VICI and AFRICAN BROWN No lee—Drop Hed 1522002 


WHITE CANVAS SHOES PATENT LEATHER 
No. 200—No Heel. | to 6 


No. 202—Spring Heel. 3 to 8 f No. 56—No Heel, REEL CO CRP RD Teer eee $2.00 
No. 204—Spring Heel. 834 to H1....... ...cccceeeccceccecceee 2 No. 58—Spring Heel, 3-8..................04. } 2.35 
No. 60—Spring Heel, 8 4-11 2.85 

BUTTON AND LACE No. 62—Drop Heel, 11 34-2................00- 3.85 


60 
00 
50 
00 








CHILDREN’S HOSIERY 


In socks and three-quarter lengths are in strong demand and are hard to get. 
We fortunately have a splendid assortment of them—Plain colors and fancy 
striped tops—Immediate delivery—Prices much below normal. 


DR. A. POSNER, SHOES, Inc. 
140 WEST BROADWAY, NEW YORK CITY 




















TRADE MARK TRADE MARK 
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10---IN STOCK OXFORDS---10 


READY TO SHIP NOW 


All styles carried unbranded—will ship branded “Crawford” unless otherwise specified. 
Place letter ““U” after number if you want them unbranded. 


Special Prices on Oxfords 


(New French Last) 


B646—Cherry Calf Oxford, Preferred Last. 


Code—Crown. Widths, AA to D. 
Price $6.75 


B2669—Cherry Oxford, Carlton Last. 
Code—Clover. Widths, A to D. 
Price $5.50 


B637—No. 4 Gallun’s Calf Brogue Oxford, 
Brogue Last. Code—Custom. Widths, AA 
to D. 

Price $7.50 


B628—Cherry Calf Oxford, Carlton Last. 
Code—Comely. Widths, AA to D. 
Price $6.50 


FOUR OTHER OXFORD STYLES AT SPECIAL PRICES 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England ”’ 


BROCKTON, MASS. 


BOSTON — 183 Essex Street 
NEW YORK — 127 Duane Street 


DETROIT — 461 Book Building 
ATLANTA — 238 Peachtree Arcade 
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A FALL BOOT 





RUSSIA CALF WALKING BOOT 


GOODYEAR WELT, 12-8 HEEL 
OUTSIDE WING TIP 
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STRAP 


514—Havana Brown Kid.... 
515—Glaze Black Kid...... 
516—White Hi-Grade Fabric 


THE ATLANTIC HAS IT! 


The Latest 


TIE 


High Grade Turn Soles, Full Louis Heels. 
Widths AA-C. 








Remember:—New up to the minute shoes are always in 
demand. Our factory is running at capacity and we 
can make IMMEDIATE DELIVERY on these styles. 








Wire Your Order—At Once Delivery! 








133 Essex Street 


Atlantic Shoe & Slipper Corp. 





- - Boston, Mass. 











RAE A PTE ONT AR gh PA wey Hees 





















Style No. 9214—Vera Kid Oxford on No. 
516 Last, Medium Toe, Imitation Tip, 
13-inch Heel, Flexible Welt. Last graded 
on combination widths. Ball two widths 
wider i instep. Price $6.00 

N STOCK AN Ball to D Ball 






Swe No. 5 ore Vera — Blucher Oxford 
mn No. 240 Last, Stock Tip, Medium Toe, 
Flexible Welt, 1 ‘inch Heel. 
ice $6.00 
IN STOCK—AA to E 
Style No. 693—Same in Bink Kid 
rice $6.00 
IN STOCK—AA to EE 























BOSTON 
183 Essex Street 


Three moderate priced oxfords 
in stock ready for immediate 
delivery 


Soft Shoes for Tender Feet 


J. J. GROVER’S SONS COMPANY 
LYNN, MASS. 











NEW YORK 


Marbridge Bldg., 47 West 34th St. 
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Grasshopper 










AY, 
Mee e 
co 
© S) 
Martha LOM Ww 
Washington HONORBILT Honorbilt 





For Your Convenience During 
the Market Season 


Mayer Honorbilt Shoes will be on display for your inspection, at 
Room 201 Southland Hotel, DALLAS, TEX. 


and 


Bush Terminal Bldg., 130 W.42"4 St. NEW YORK CITY 













Visit either of these display rooms. See the quality that 
has made the HONORBILT line a big seller everywhere 
















ace F. Mayer Boot & Shoe Co. gee 
: MILWAUKEE as 


an 
me UAAR IIS 
MILWAUKEE 








woe te SES arin as oh i ne ge eee 
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5 ee eT 2) 
Every Shoe Merchant Needs 





This Big Profit-Making Line 


There is a distinct need and place in every 
shoe merchant’s business for the X-L line of 
Combination Last Shoes. 

1. Because an unusually large percentage of 
women who come into your store can be fitted 
with Combination Last Shoes. 

2. Because the extra comfort and fitting 
features of Combination Last Shoes are dis- 
tinct advantages over regular last shoes which 
your clerks will appreciate for their selling 
arguments. 


X-L LINE DEPARTMENT 


Write for Folder Describing X-L Combination Last Line 


THE KROHN-FECHHEIMER COMPANY 


3. Because the X-L line is IN STOCK: al- 


ways available upon a few hours’ notice. 

4. Because there are no losses due to s'yle 
changes. 

Your initial investment need not be large 
And since big money is made in the cons‘ant 
turnover of small investments, think of your 
money-making possibilities under the \-L 
plan, where you get your regular mark-up 
plus quick-turnover profits. 


CINCINNATI, OHIO 





Easy 


Fitting 


X-L LINE 


(Combination ‘=: feture IN STOCK 








Four Feature Shoes—W onderful Fitting Models. 




















No. 2712—Combination Last, No. 2710—Combination Last, 
glazed kid, turn, 8-inch boot, glazed kid, welt, 814-in h boot, 
34 foxing, 12-8 straight heel, 34 foxing, 14-8 straight heel 
straight glazed tip. imitation Toes tip. 
Price $8.25 rice, $9.25 


— 


No. 2711—Combination Last, 
glazed colt, welt, 8-inch boot, 
3% foxing, 12-8 straight heel, 
straight glazed colt tip. 
Price, $7.50 


No. 2709—Combination Last, 
glazed kid, welt, 8-inch boot, 
3% foxing, 14-8 straight heel, 
straight glazed tip. 

Price, $8.50 





























eo 


SOT SIR REE 
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B. 243—Number 26 Norwegian Calf Bal. 
Brogue Last. Double Sole to Heel. Pinked 
and Perforated. 


$9.25 


less discount 





SHOES FOR YOUNG MEN 
—AND— 


MEN WHO KEEP YOUNG 








Richards & Brennan Co. 
Randolph, Mass. 


Boston Office N. Y. Office 
183 Essex Street Marbridge Building 
Minneapolis Office 
Lumber Exchange Bldg. 
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“KEITH'S KONQUEROR” SHOES 
for Men and Women— 


The factory back of your purchase has a bearing on your merchandising success. 
Dealer helps are a regular practice with us. We not only make styles and qual- 
ities to attract your trade, but we help you merchandise your purchase. ‘‘Keith’s 
Konqueror” shoes have grown in public favor solely on merit. No expensive 
or extensive publicity program has forced favor which subsides when the pressure 
of printer’s ink is removed. Your customers for ‘“‘Keith’s Konqueror” shoes will 
become a permanent asset, not a liability. You can count on their business 
season after season, with a steady increase as their purchases are made known to 


friends. 


The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), MASS. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 























Our Boudoirs, Strap Sandals and Mary Janes 


MARY 
oo Are always the best sell- JANES 
ers and priced night. In — 
stock for immediate ship- 
ment. 
2% TEN DAYS 
Black $1.60 NET 30 DAYS 


o Send Us Your Orders 


’ ALSO 2-STRAP 


ONE STRAP 
SANDAL 


7-8 HEEL 


High or Low Heel 
$2.35 


FORMERLY CONSOLIDATED SLIPPER CO. 





BAY STATE SLIPPER CO. HAVERHILL, MASS. 











ALOIS HEI LYE, DYETDYOILGETLYEILY YT — 
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-E & M SHOES OF QUALITY 


One Button Cut Out 
Strap Pump 








ARARARARARARARAR ARARARARAR 


Made up of all black 
ooze leather, on our 73 
last. Ask for our style 
No. 267. 


ARAR 


fs 


ARARG 





ARAB 


_— 
RAR 


aR 


ts 


- 
MARY 


RARARAR 


‘ 


er 
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Growing Girls’ Patent 
Leather Seamless 
Turn Pump 


ARARA 


er 
‘RAR 


ee, 
ARG 


These shoes represent 
the very newest pat- 
terns. 


Made with satin bow ornament, 9-8 
wood military heel. Solid leather 
shank piece. Retailing at $7.00. 


Made in our No. 2 factory, known as 
the Granite State Shoe Co. 


Emery & Marshall Co. 


Haverhill, Mass. 
WARREN H. TUCKER 
Eastern City Trade and In New England 
Southern Territory with J. B. LAUGHLIN Office at 183 Essex St., Boston 
Throughout the Middle West LARRIE H. SASS 
New York 
On the Pacific Coast 


RAR ARARARARARARARARARARARAR ARARARAR ARARARARAR 


CHARLES L. MARKS 
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Retailing Shoes Without 
Guesswork 


Guessing just what shoes to buy for a sea- 
son’s stock with a degree of accuracy in- 
suring a clean-up, requires ability to fore- 
cast the future, possessed by no one. 


True, occasionally a retailer hits it right, 
but that’s the exception. More money is 
lost in the retail shoe business by purchas- 
ing the wrong shoes than by bad accounts. 


How, then, can the retailer make sure of 
having the right shoes on his shelves to in- 
sure him against loss? 


The answer is—stock shoes; not any old 
stock shoes, but branded stock shoes. 


Why branded stock shoes? 


Because, to begin with, there’s the implied 
manufacturer’s guarantee in every pair of 
shoes he puts his name on. 


Because Rice & Hutchins, Inc., as manu- 
facturers of branded stock shoes make it 


possible for retailers to do business without 
guesswork. 


How can this be? 


Because Rice & Hutchins, Inc., maintain 
nine distributing houses, centrally located, 
in each of which is carried a stock of the 
product of their various factories, each 
specializing on a kind or grade of shoes 
embracing everything in welts, McKays 
and turns for the whole family. 


Retailers, therefore, who do business with 
Rice & Hutchins, Inc., have this advan- 
tage—they buy only what they want in 
such quantities as they need for immediate 
business, and replenish their stock by sizing 
in over night. 


It’s the ability of the retailer doing busi- 
ness with Rice & Hutchins, Inc., to con-. 
duct his business on a small stock of salable 
shoes frequently turned that enables him 
to “retail shoes without guesswork.” 


Rice & Hutchins, Inc. 


10 High Street, Boston, U. S. A. 
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